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COMPANY MEN NOW 
NOTIFY W.R. BARR & CO. 
BEFORE ARRIVING 


Agency in Oil City, Pa., Had Asked for 
Advance Notice to Save Time and 
Insure Convenience 








NOT A KNOCK ON _ SPECIALS 





Jos. W. Barr Says That Plan is Work- 
ing Effectively and for Best 
Interests of All 





W. R. Barr & Co., of Oil City, Pa., one 
of the leading the state, 
created quite a furore recently by writ- 
ing a letter to field men and executives 
of companies the agency represents, 
saying that there is a constant imflux of 
company visitors, some of whom arrive 
at inopportune moments, all of whom 
tuke up more or less time, and sug- 
gesting that they give advance notice 
of their arrival so that time and con- 
venience could be conserved for every- 
body. 

It was quite a revolutionary letter. 
The Eastern Underwriter wrote to 
W. R. Barr & Co. and asked how it was 


agencies of 


received. Joseph W. Barr, of the 
agency, answered: 
How Letter Was Received 
“We enclose a copy of the letter 


which speaks for itself. It was inter- 
preted by one or two as a polite warn- 
ing to keep away, but, for the most 
part, it was received in the same spirit 
of absolute sincerity in which it was 
written, These two cases of misun- 
derstanding have been straightened out, 
and the net result is, we think, bene- 
ficial for all concerned. The letter 
should not be construed in any sense 
as a reflection upon our visitors. These 
visits, if properly made with due ad- 
vance notice, are invaluable. We be- 
lieve, however, there should be system 
and efficiency in all angles of local 
agency conduct and administration and 
our letter was sent merely to bring 
some order out of a situation which 
sometimes spelled confusion.” 


The Letter 

This is what W. R. Barr & Co. wrote 
to fleld men, secretaries and managers, 
under the caption “Co-operation Be- 
tween the Agency and Its Companies”: 

“This agency sets a considerable 
value upon its personal contact with its 
field men and its companies. Not only 
does personal acquaintanceship 
tate the transaction of business, but it 
is for us a valuable source of infor- 
mation, education and inspiration. We 
depend upon it to keep ourselves 
abreast of developments in the business 
and alive to all its possibilities. This, 
of course, in addition to the pleasure 
if gives us to welcome our friends to 
the office. 

“On the other hand, since there are 
ebout fifty men, representing all 
branches, fire, life, accident, casualty, 
bonds and side lines, making Oil City 
with more or less regularity and since 
Wwe are a pretty busy outfit with our 
work planned in advance, it will be 

(Continued on page 16) 





TOMORROW 


Is not the history of a Company the best 
barometer by which to gauge its future? 


Since 1782 The “Phoenix” has dealt honor- 
ably with the public and has always consid- 
ered the interests of its representatives. 
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OPPORTUNITY! 





o— Opportunity may knock more than 
once in the Insurance Business. One day it may be the Use 
and Occupancy opportunity, another day it may be a Rent 
opportunity. The agent who makes the most of these Side- 
Line opportunities will profit to a large extent. 
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EQUITABLE LIFE 


Insurance Company 
OF IOWA 


A Company of Stability and Progress, 
Safety and Liberality 


Admitted Insurance in 
Dec. 31 Assets Force 
1912 ...ccccceeee $12,481,725.00 $ 67,326,327.00 
1922 ..........-- $44,995,738.00 $313,132,592.80 


The net return paid on funds left with the Company is 4.8 
per cent. 

For information regarding agencies 

Address: Home Office—Des Moines 
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PRESIDENT OF THE 
PHILADELPHIA ASS°N 
STATES HIS POSITION 


Against Advisory Board Plan of Ex- 
amining Applicants for Life Insur- 
ance Agency Licenses 








FEDERATION POWER TOO MUCH 





Wants Complete Separation From Fed- 
eration; Buser-Harper Law Com- 
mittee Resignation Comments 





When the executive committee of the 
National Association of Life Under- 
writers met in Chicago a day preced- 
ing the recent annual convention the 
Philadelphia situation was discussed at 
considerable length. For some years 
industrial agents were not eligible to 
membership in then 
they were taken in; and finally Freder- 
ick G. Woodworth, manager of the John 
Hancock, was elected president of the 
association. His appointment of five 
(where formerly there had been thre) 
men on the law committee, the chair- 
man of which for years had been Frank 
D. Buser, manager of the Fidelity Mut- 
ual Life; and his opposition to the Ad- 
visory Board plan of Commissioner of 
Insurance Donaldson, now president of 
the Insurance Federation of Pennsyl- 
vania, were discussed at the meeting of 
the executive committee, a somewhat 
extended report of the meeting appear- 
ing in The Eastern Underwriter’s spe- 
cial number, covering all the events at 
the Chicago convention. 

The Advisory Board Plan 

Commissioner Donaldson inaugurated 
the advisory board plan ag a co-opera- 
tive working arrangement between the 
production managers and agents of the 
state and the insurance department in 
the hope that it would weed out the 
unfit and unqualified. A group of men 
in each advisory board community con- 
ducts the examinations. One of Mr. 
Woodworth’s objections is that advis- 
ory board members include casualty 
and fire men to pass upon life insurance 
men. 

At the time The Eastern Underwriter 
printed the Chicago story it asked 
President Woodworth if he cared to 
make any comments. He replied that 
he would do so in October. His reply, 
which has just been received, follows 
in full: 

“With regard to the article in your 
September 8th issue, we have decided 
to accept the opportunity you place at 
our disposal to reply. We do so for 
the sole purpose of correcting and am- 
plifying some of its statements, and to 
point out some errors which have crept 
into the report you have received of 
the executive meeting referred to. We 
do this not because we are desirous of 
appearing in public print, but because 
we believe The Eastern Underwriter 
would prefer to publish the facts as 
they are, rather than to embarrass its 
space with distorted or incomplete in- 
formation. 

“As to the alleged ‘breach’ between 
President Woodworth and the Philadel- 
phia Association, this is some news, 
never heard of it; never saw any €vl- 


that association; 








dence of it; and am quite sure that the 
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so called ‘breach’ exists only in the 
mind of whomsoever took your reporter 
into his confidence. 

“It is regrettable that some one has 
seen fit to inject the present year’s ap- 
pointment of the Law Committee of 
the Philadelphia Underwriters’ Associa- 
tion into the affairs of the executive 
committee of the National Association. 
We heard nothing of this, however, at 
any committee meeting we attended 
and have had no part in it. 

The Resignations of Messrs. Buser 

and Harper 

“You have it correctly stated, how- 
ever, when you say that Mr. Buser, Fid 
elity Mutual, and Mr. Harper, Aetna 
Life, ‘refused to serve’ on the law com- 
mittee. 

“These two gentlemen, whose past 
services to the association have been 
appreciated, were placed by me on the 
law committee for re-appointment, with 
Mr. Buser as chairman as heretofore, 
together with three other persons, mak- 
ing a committee of five. 

“Much to our surprise Mr. Buser re- 
fused to allow me, as president of the 
association, the liberty of enlarging the 
committee by two other members, ex- 
cept under his refusal to serve on the 
committee even if appointed. 

“It had appealed to the writer that 
the more members of known ability 
who could be interested and trained in 
association work the better for the as 
sociation in future years, but Mr. Buser 
seemed to take exception to this idea 
and refused the chairmanship of the 
committee and declined to serve at all. 

“Mr. Harper resigned after his ap 
pointment by the association. 

“We will advise also that the Phila- 
delphia companies have made no ob- 
jection to the personnel of the present 
law committee. ; 

Wood’s Letter to Donaldson 

“Neither was any letter, written by 
Mr. Donaldson to Edward A. Woods, of 
Pittsburgh, read at any executive com 
mittee meeting attended by us, refuting 
a statement alleged to have been made 
by us some time ago, to the effect that 
Mr. Donaldson had been in favor of 
merging all the various kinds of insur 
ance associations of Pennsylvania into 
one body. 

“Outside the executive session, how- 
ever, Mr. Woods handed us a letter 
written by Mr. Donaldson dated ‘New- 
ark, N. J., August 18, 1923,’ from which 
we quote the following: 

About three years ago I said I would like 
to see all insurance organizations under a 
National Organization whatever its name, as 
chapters of it. 

The Advisory Board plan was allied by me 
as Commissioner with the Federation. 

The Advisory Board plan could not have been 
effected without the Pennsylvania Federation. 

“These quotations from his letter 
seem very clearly to confirm the state- 
ment imputed to us, and the fact that 
Mr. Donaldson is now president of the 
Federation seems to be a significant 
conclusion to his expressed desires of 
three years ago, which, apparently have 
been steadily carried forward until 
both Mr. Donaldson and the life insur- 
ance business are ‘allied’ to the Fed 
eration. 

“And the Federation, mark you, to 
which Mr. Donaldson says he has ‘al- 
lied’ us, is made up of units such as 
fire, casualty, and similar lines of cov- 
erage having but a very remote like- 
ness to the great business of life insur- 
ance. 

Says Federation Directors Spoke 

“Our right to be present at the execu- 
tive committee meeting, was not ques- 
tioned, but our right to speak was given 
consideration and this privilege was ac- 
corded us by unanimous consent. 

“Following our remarks regarding 
the Federation and the Advisory Board, 
Mr. Priddy of New York outlined at 
some length the manner in which the 
license question had been handled in 
New York. 

“We have no recollection at this mo- 
ment of Ex-President Shuff speaking on 
this matter. but do recollect that those 
speaking in favor of the Advisory 
Board plan were E. A. Woods, of Pitts- 
burgh, a vice-president of the Pennsyl- 
vania Federation; Mr. Furey, of Pitts- 
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40,000 PER YEAR 








Established 
| 1879 


‘ We Help Our Salesmen 


BANKERS LIFE COMPANY 


Des Moines 


Geo. Kuhns 
President 











New York City. 





One of the oldest and largest New England life insurance companies 
has an excellent opening for a general agent for the State of Vermont,— 
native Vermonter preferred. A man not over forty who has had success- 
ful life insurance experience. Reply stating qualifications and past expe- 
rience to ‘“Vermonter,” c/o The Eastern Underwriter, 86 Fulton Street, 
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burgh, a director of the Federation; 
and Mr. Buser, of Philadelphia, also a 
director of the Federation. 

Says Only Three Applicants Got Un- 

favorable Report 

“With regard to the number of appli- 
cants against whom the advisory board, 
after examination, rendered an unfavor- 
able report, there have been but three. 

“For reasons not known to the board, 
there were some who did not re-appear 
for complete examination. In these 
cases there were neither endorsement 
nor rejection. 

“Our remarks before the National As- 
sociation’s executive committee were 
prompted by some statements made to 
the committee, which did not seem to 


us to be correct, setting forth the Phila- 
delphia situation, with facts related 
thereto, in connection with the Philadel- 
phia association and the Federation, 
and in the last analysis our remarks 
were designed to show that the advis- 
ory board, as an examining authority, 
was controlled by a Federation made 
up of people and bodies not solely in- 
terested in practicing life insurance, 
and because of this we advised delay 
with serious consideration of the sub- 
ject before endorsement. 
Sees No Affinity 

“The view we held, and still hold, 
is that life insurance differs so widely 
from fire, casualty and kindred lines 
that it should have no connection what- 




















CO-OPERATION 


URING the past ten 

years the average in- 
come of Phoenix Mutual 
salesmen from first year 
commissions has increased 
more than tenfold. 


This is a striking illustra- 
tion of what our plans for 
the development of and co- 
operation with our field 
force are accomplishing. 


Phoenix Mutual Life Insurance Company. 
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JOHN M. HOLCOMBE, President 
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ever with the Federation which con. 
trols the above named lines. 

“We fail to see the affinity between 
the two, justifying the connection. 

“We fail to see where any benefit wil] 
accrue to our companies, our business, 
ourselves or the public by forcing life 
insurance into a Federation originating 
among, and composed of casualty, mar. 
ine, fire, plate glass, burglary and other 
like lines of business. 

“We do not decry the advisability of 
getting the very best men into the life 
insurance field which can be induced 
to enter, but we believe that life insur. 
ance has proved itself sufficiently equip. 
ped with brains, system, knowledge, 
management and moral force to justify 
the perpetuation of that same confi- 
dence heretofore extended to executive 
officers and general managers in the 
selection and examination of candidates 
to represent their particular company, 

“It would appear to us that the in- 
vestigation as to the fitness of agents 
to represent life insurance as handled 
by the New York Life Underwriters As- 
sociation, within its own body, outlined 
by Lawrence Priddy at the executive 
meeting, would be a self respecting and 
adequate plan. 

Sees No Need For Outside Regulation 

“When have underwriters’ associa- 
tions, either local or national, or the 
managers of this great business, which 
they have built up to the benefit and 
admiration of the world, been recreant 
to the trust placed in their keeping or 
been inadequate to their responsibil- 
ities? 

“What has occurred to make it nec- 
essary for an outside body to enter our 
domain and assume to direct our move- 
ments, or for the Insurance Department 
to question the good faith and ability 
of the man desiring to enter the life 
insurance business, where his request 
for a license has been endorsed by both 
agency manager and company? 

“We are standing for the integrity of 
the local association; for its ability to 
direct its own movements, and for the 
high ideals of the National Association 
and the aloofness of both from any for- 
eign body. 

“Therefore, we argue for complete 
separation from the so-called Federa- 
tion.” 





ANOTHER VIEWPOINT 


Philadelphia Man Tells How Life In- 
surance Advisory Board There 
Was Appointed 
A representative of the Philadelphia 

association said this week: 

“The Philadelphia Life Insurance Ad- 
visory Board was formed by resolution 
of the Philadelphia Association of Life 
Underwriters after an extended discus- 
sion of the entire subject. The Penn- 
sylvania Insurance Department = ac- 
cepted the suggestion of the associa- 
tion. In addition, it has appointed 
every member of the board a special 
examiner, to serve without pay. The 
Pennsylvania Insurance Federation has 
no control and does not attempt to ex- 
ercise any control over the Philadel- 
phia Board. It is a mere matter of co- 
incidence that Edward A. Woods, of 
Pittsburgh, is vice-president and Frank 
D. Buser, of Philadelphia, is a director 
of the Pennsylvania Federation. Both 
men have held individual membership 
in the Federation for from six to eight 
years and have served in an advisory 
capacity in relation to life insurance. 
All over the state the life insurance 
sections were chosen either by direct 
action of the association in cities where 
they are located or by unanimous 
choice of the life insurance men them- 
selves in the counties where no life 
associations exist.” 
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Equitable Makes Davis 
Agency Vice-President 
His RISE HAS BEEN RAPID 





Held Many Positions Until at Age 29 
He “Found Himself” as Insurance 
Agent 





In a letter sent to the managerial 
staff of the Equitable Life Assurance 
Society, President Day announces that 
Frank H. Davis has been made agency 
vice-president with full charge of all 
the agency work of the Society. Judge 
Day’s letter follows: 

“It has been apparent for some time 
that the increasing business of the So- 
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FRANK H. DAVIS 


ciety was putting an extraordinary bur- 
den and strain upon the officers charg- 
ed with the administration of the So- 
ciety’s agency forces. In view of this, 
and at the suggestion of Agency Vice- 
President Taylor, and after full consid- 
eration of all the problems involved, 
Frank H. Davis will take the agency 
vice-presidency and as such will have 
full charge of all the agency work of 
the Society; and Mr. Taylor will be- 
come a second vice-president. He will 
thus be relieved of the many burdens 
incident to the administration of the 
agency department and the Society will 
be able to avail itself of his long in- 
surance experience in relation to the 
general problems which call for solu- 
tion at the Home Office. This change 
will be effective immediately.” 

Frank H. Davis is regarded as one of 
the master salesmen in America not 
only in the insurance business but out- 
side, which latter fact was demonstrat- 
ed in June of this year when the “Amer- 
ican Magazine” sent a staff man to in- 
terview him and devoted to the story of 
his achievements half a dozen pages of 
its issue. Merle Crowell, who wrote 
the story and who has_ interviewed 
many of the big men of America, said: 
“IT have never run across a story which 
even remotely resembles this one of 
Davis.” 

Until he was twenty-nine years old 
he had accomplished nothing important. 
He had tried a little farming, taught 
country schools, worked in a seed store, 
sold graphic charts to-rural boards, and 
finally was elected clerk in Mills 
County, Ia., where he had been born 
and brought up. Then he decided he 
was drifting and what he needed was a 
definite program of life. A little self- 
analysis convinced him that he was a 
salesman and that and his intense in- 
terest in human beings led him into life 
insure~ce He went with a small com- 
Dany in the mid-west. He started sell- 
ing in Nebraska, becoming a star dur- 
ing his first year. He decided to go 
with a larger company. 














GROVER CLEVELAND 


“Stuffed Prophet!” “Hangman of Buf- 
falo!” “Perpetual Candidate!” Such were 
names earned by Grover Cleveland during 
the tempestuous days of his political career. 
3ut so far as such euphonious appellations 
bothered him.they were wasted energy. He 
had his philosophy of life, and he lived up 
to it. 


“Public office is a public trust” is a coinage 
of Cleveland’s. It brings out the great point 
of his character. He was ever determined to 
closely and strictly observe every detail of 
whatever responsibility he was elected to 
assume. 


But, even above his high regard for thing's 
governmental, he placed the care of the 
home—the institution which means every- 
thing to the nation as well as to the individ- 
ual. In this connection he uttered: “Life 
insurance is one of the greatest economical 
factors in modern life. It is one of the boons 
of civilization. It is the enemy of poverty. 
[ can scarcely understand how any prudent 
or sensible man engaged in active work or 
business, and not possessing an assured in- 
come or fortune, should fail to protect him- 
self and those dependent on him by a reason- 
able amount of life insurance. It seems to 
me that to do this is but to discharge a duty 
imperatively suggested by intelligent, far- 


sighted, and wise precaution.” 


The Prudential 
Insurance Company of America 
EDWARD D. DUFFIELD, President 


"Home Office, Newark, New Jersey! 








Local Underwriters 
Hear Kansas City Star 


PEP TALK BY W. B. BURRUSS 





Coach of Bates College Debating Team 
Also Speaks; School Graduates 
Talk 

The banquet attendance of the New 
York Association of Life Underwrit- 
ers is growing. 





Some people were 
turned away at the Astor Tuesday 
night who had come at the last minute 
and didn’t have reservations. So it 
was a packed dining room which greet- 
ed W. B. Burruss who recently resign- 
ed as general agent in Kansas City of 
the Provident Mutual in order to tour 
the country as a “pep talk” feature be- 
fore life underwriters’ and agency or- 
gunizations. Mr. Burruss, who is of the 
Billy Sunday-Chautauqua type of spell- 
binder, built up his reputation in the 
West with a talk in which Shakes- 
pearean characters figured. He used 
a few Shakespeare quotations on Tues- 
day night, sandwiching them in with 
Irvin Cobb stories and bits of philos- 
ophy from C. W. Brandon, president of 
the Columbus Mutual, 

Mr. Burruss divided mankind into 
classifications: those who live well and 
think only of the present; those who 
are muscular and strong; those who 
are bony and obstinate and of the 
martyr type; the nervous men who or- 
iginate ideas; and the dreamers. How 
to treat each personality was explain- 
ed. Also he discussed the distinction 
between the wishers and the doers; 
and went into Freud and psychology 
to point out the impotence and futil- 
ity of fear which he said crucified men 
on two crosses—the worries of yester- 
day and the fear of today. 

Craig Baird, the coach of Bates Col- 
lege, who has trained the debaters of 
that little college so effectively that 
they have defeated Oxford, Yale, Har- 
vard, Cornell and other university 
teams, told how he did it. The secret 
was preparedness; learning both the 
affirmative and negative arguments. 
His’ advice to life insurance men was to 
beat the prospect at his own game by 
anticipating his thoughts and his needs. 

The first part of the program was a 
boost of the life insurance course at 
New York University. L. A. Cerf, 
who has for years run a school in his 
own agency, made an eloquent speech 
in favor of insurance education. Grad- 
uates of the N. Y. U. school, including 
Alfred Doria, of the Manhattan Life, a 
cosmopolite, a former opera singer, 
and a successful agent, and others 
spoke. This particular feature was not 
so happy as it should have been as 
the speakers did not have time allot- 
ted to them sufficient to make the talks 
effective, Mr. Cerf being an exception. 

Charles A. Foehl, of The Prudential, 
was elected president to fill the un- 
expired term of Graham C. Wells. re- 
cently elected president of the Nation- 
al Association. 





NEWARK ADS 

The Fidelity Union Trust of Newark 
greatly pleased life insurance men by 
publication of two large ads during the 
last few days! in which mighty good 
life insurance doctrine was promulgat- 
ed. One of the ads carried the cap- 
tion, “Have You Had Your Life Insur- 
ed?” 





Cc. W. ACKERMAN AT DINNER 

Carl W. Ackerman, world-famous 
journalist, who made a big reputation 
in Europe during the war, attended the 
New York dinner of life underwriters 
on Tuesday night. He has opened 
public relations offices in West Forty- 
fourth Street, and will watch life in- 
surance among other activities. 





The Connecticut Mutual is to write 
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Railroad Pension 
Systems Growing 


MOST ROADS HAVE SOME PLAN 





Results of Canvass By “Railway Age” 
Show Steady Advance of Retire- 
ment Projects 





The number of railroads having reg- 
ular pension systems is steadily in- 
creasing. “The Railway Age” can- 
vassed the railroads to find the extent 
to which they were paying old-age pen- 
sions and the conditions under which 
the pension systems were conducted. 

Thirty-nine railroad organizations 
now have permanent pension systems. 
In addition there are eight subsidiaries 
of these companies with regular pension 
Systems, and twenty-two other lines 
that pay pensions in one form or an- 
other, indicating that the number of 
railroads throughout the United States 
which provide for their employes in 
their old age is approximately seventy. 

Considered from the mileage stand- 
point, they include the greater part of 
the mileage and employes in this coun- 
try, because they include such systems 
as the Pennsylvania, New York Cen- 
tral, Southern Pacific, Northern Pacific, 
Union Pacific, Burlington, Atchison, 
Baltimore & Ohio and the Atlantic 
Coast Line. 

In the vast majority of cases the pen- 
sion is a percentage of the employe’s 
earnings, multiplied by the number of 
years that he has been in service. 

When an employe has been out of the 
service for a short time, for some triv- 
ial cause, usually the company takes no 
account of this in figuring the pension. 
In every case where there is a consoli- 
dation of railroads, the new company 
takes care of the old employes, making 
allowance for the years they have been 
in the service of the merged compa- 
nies. 

in most instances the employes are 
permitted, on retirement, to engage in 
another business without jeopardizing 
their pension. The exception, of course, 
is made that the employe must not en- 
ter into any business that would be in 
competition with the railroads. 

Some of the roads have provided a 
maximum age at which they will em- 
ploy new men. In most of these cases 
there is a provision that this age limit 
may be exceeded for a period of six 
months, and that such employes may 
be continued in the service until the 
work for which they were hired has 
been completed. No age limit is fixed 
where the service to be rendered re- 
quires professional or other special 
qualifications. 

Among railroad executives the _ in- 
crease in the popularity of the pension 
system is said to have been brought 
about by its reduction in the turnover 
of employes. The pension in prospect 
encourages men to remain with the 
company in times when they might ob- 
tain a temporary advantage by accept- 
ting other positions. Roads that have 
used the pension system over a great 


number of years declare that it con- 
tributes materially to loyalty to the 
company. 


Some data about the pension system 
follow: 


Year Years No. of Cost 

Estab- Service Pen Per 

lished Required sioners Year 
Balto. & Ohio...1884 10 1.214 $367.795 
DR cn nceue'esaun 1900 30 7.017 — 3,336.000 
oo sare 1901 20 1,190 439,985 
Illinois Central. .1901 20-25 inks 26),248 
Phila. & Read...1902 30 501 214,898 
South. Pac. ......1903 20 1,072 513,867 
Union Pac. ......1903 20-25 662 313.596 
Grand Trunk ....198 20 943 297.922 
ee eT Fae 1909 25 439 205 000 
N. Y. Central ..1910 20 3,000 =: 1,098.000 


Den. & Rio Gr...1917 25 457 205,000 


CAMPBELL’S LITERATURE 

A. L. Campbell, general agent of the 
Farmers National Life of Chicago, is 
getting out some of the cleverest litera- 
ture of any of the general agencies. 
Some of it is signed by Mabel D. Olm- 
stead, manager of the woman’s depart- 
ment. One interesting feature is a 
series of blotters, containing reading 
talks of an inspirational nature. 





INSURANCE WIPED OUT 
Depreciation of German Mark Bears 
Most Heavily On Insurance Pro- 
ceeds Says Attache 








A report on the effects of the depre- 
ciation of the German mark has been 
made to this government by Donald 
L.. Breed, United States commercial at- 
tache at Berlin, and he makes the fol- 
lowing comment on the effects of de 
preciation on insurance: 


“Probably no other business has suf- 
fered so markedly through curr2ncy 
depreciation as insurance. Both the 
companies and the policyholders have 
found themselves impoverished. With 
each advance of mark depreciation, 
the value of an insurance policy de- 
clines accordingly, and it was recently 
reckoned by the Allianz Versicherung- 
sgesellschaft, one of the most promin 
ent German insurance companies, that 
the intrinsic value of the objects insur 
ed by them against fire, theft and acci 
dent was from nine to ten times as 
much as the paper mark sum-total of 
all policies. 

“The consequence of this has been 
a decreasing willingness to invest in 
insurance of any sort. Buying insur 
ance is now merely comparable to stor 


Congratulate Atlantic 
On Fine Writing Feat 


PASSES ONE HUNDRED MILLION 








Company Reached First Million in 
Force in 1901; Observes Ethics 
and is Popular 





The Atlantic Life, of Richmond, Va., 
last week entered the sacred circle 
of companies which have more than 


ing up paper marks in the savings 
bank, a practice which no prudent cit- 
izen now thinks of indulging in. The 
old policies which have not yet expir- 
ed are for the most part being allow 
ed to lapse and the premiums are not 
being paid. For some time the ingsur- 
ance companies kept up a pretense of 
attempting to collect premiums, but 
they now frankly admit it costs more 
to collect than the premiums yield. 

“Thus far, however, the Government 
has refused to sanction the issuance 
of insurance policies reading in gold 
marks. Rye policies have been recog- 
nized as legal, but they have not been 
experimented with except on a very 
small scale.” 


$100,000,000 of insurance in force 
President Strudwick, Vice Presiden; 
Taylor and other officers were deluge 
with congratulations from all parts ¢ 
the field as many messages came fron 
outside the ranks of the Atlantic Lig 
itself as the Atlantic is a popu'ar com, 
pany among executives. In fact some 
one once said that this is a company 
which “leans over backwards when } 
comes to observing ethics.” 

The company reached its first mj 
lion in force in 1901; ten years late, 
it reached $9,000,000. It passed th 
$20,000,000 mark in 1912; the $30,009, 
000 mark in 1916; the $40,000,000 mar; 
in 1918. At the beginning of 1920 ;; 
had $60,000 000 in force. At the end of 
December of last year the outstanding 
was more than $90,000.000 and the 
$100,000,000 mark was reached on Oe. 
tober 1. 

The steady growth of the company 
is gratifying in every respect and al] 
the more pleasing as it is a certificate 
of correct methods. 





HONOR JEROME J. WILSON 

Members of the Jerome J. Wilson 
agency of the Equitable Society jp 
New York celebrated the thirty fifth 
anniversary of Mr. Wilson’s connection 
with the Society by writing $1,500,009 
of new business. 









If you were an employer 


WOULD YOU HIRE 
HIM? 


Illustration from an advertisement of the Speedaumatic. 


Suppose you were an employer, and a man with references from some of the best 
known companies in the United States and Canada asked for an interview, so that he could 
show you how he could stimulate production, eliminate discord, and create goodwill in 
your organization. You would give him the time, you would hire him, probably, and feel 


fortunate to get him. 


As a salesman of Group Insurance you go with a plan to minimize discord, promote good will, 
and stimulate production. Your plan has been endorsed by 5,000 well-known employers—some big, 


some small, some moderate in size. It is time-tried and result-tested. 


It is now giving satisfaction 


in factories, in stores, on railroads, and in other business organizations. You can assure executives 


that it will: 


Better their relationships with employees and make the adjustment of difficulties easier. 

Increase the loyalty of workers, and make a good working force a better one. 

Pay from $500 to $5,000 (depending upon the plan adopted and the employee’s length of 
service) to the family of any worker who dies. 

Provide insurance protection for the families of those who, on account of their physical 
condition, are unable to buy life insurance. 

Attract new workers and keep present working force intact. 


Pay for itself by stimulating production and eliminating waste. 


JUST A FEW OF THE 5,000 REFERENCES 


cr ere 


Marland Refining Company, Washburn-Crosby Company, Lehigh Valley Railroad, The Victor 
Talking Machine Company, American Bosch Magneto Corporation, Grinnell Company, 
The Yale & Towne Company, and dozens of other well-known concerns are in- 


sured under Travelers Group contracts. 
users of Travelers Group Insurance.) 


(Send for classified list of 


Cost: The cost of this plan is approximately 25 cents per employee 
per week—about one per cent of payroll. 


1 if & 


INSURANCE COMPANY 


T RA VELERS 


HARTFORD, 


CONNECTICUT 


The low cost of Travelers Group Insurance is guaranteed—Travelers cost, policies, and 
service have been selected by 45 per cent more employers than have 
selected the group plan of any other company 


October 12 


Huff-R 
Befc 


LEADING 


Action to R 
O’Bann 
] 


The suit 
general age 
York City, 
ecutrix for 
recover CO 
written on 
non, but lat 
the Appell: 
Supreme C¢ 
be made. 

through the 
policies we 
compelled | 
the compal 
before Mr. 
of the pre! 
to Rosen. 

tual relatio 
based upon 
principles 

Ciark, attor 
case with 
New York 
Rosen repl 
that there 
This demu 
City Court 
case being 
Court last 


In Mare 
two polici 
0’Bannon, 
sued by 
Perez F. I 
York. T 
$2,530.25 ar 
mission $1, 
that soon ¢ 
covered th 
time of m 
the time « 
him, in gc 
0’Bannon 
at the time 
ceptable ri 
In Augu 
manded th 
the ground 
by fraud } 
misreprese 
regard tc 
health. T 
ed, cancel 
turned. T 
that Huff 
tained anc 
to Rosen. 
Mr. Huf 
agreement 
eral agen 
the acts « 
and that 1 
compelled 
the full ar 
that Rose 
sum or a 
tained by 
Chief in 
of Judge 
given in ] 
demurrer 
hey Fran] 
case has gs 
the mean 
Shortly a 
there was 
York City 
na Fu 
ticket, Jo 
attorney, 
torney. 1 
attorney 
Was runn 
Rosen wa 
Daign fur 
chief cau 


L 

Judge § 

“The pl 

4 cause | 

ant becar 
even a 

tween the 




















October 12, 1928 


THE EASTERN UNDERWRITER 





Huff-Rosen Suit Now 
Before Appeals Court 


LEADING FACTORS OF CASE 





Action to Recover Commissions Paid on 
O’Bannon Insurance Has Some 
Peculiar Features 





The suit brought by Perez F. Huff, 
general agent for the Travelers in New 
York City, against Rose A. Rosen, ex- 
ecutrix for the late Harry B. Rosen, to 
recover commissions paid on policies 
written on the life of John W. O’Ban- 
non, but later surrendered, came before 
the Appellate Term of the New York 
Supreme Court and a decision will soon 
be made. Rosen placed the business 
through the Huff agency and when the 
policies were surrendered, Mr. Huff was 
compelled to refund the commission to 
the company. The action was started 
pefore Mr. Rosen’s death to collect 50% 
of the premiums which had been paid 
to Rosen. There was no direct contrac- 
tual relation involved, the action being 
based upon the right to subrogation on 
principles of equity. John Kirkland 
Clark, attorney for Mr. Huff opened the 
case With a complaint heard in the 
New York City Court to which Mr. 
Rosen replied with a demurrer arguing 
that there was no cause of action. 
This demurrer was sustained by the 
City Court and Mr. Clark appealed, the 
case being heard before the Appellate 
Court last week. 

Story of the Case 

In March, 1920, Harry Rosen wrote 
two policies on the life of John W. 
(’Bannon, for $50,000, which were is- 
sued by the Travelers through the 
Perez F. Huff general agency in New 
York. The premium amounted to 
$2,530.25 and Rosen retained as his com- 
mission $1,265.12. The complaint states 
that soon afterwards the Travelers dis- 
covered that O’Bannon was not at the 
time of making the application, or at 
the time of delivering the policies to 
him, in good health and charges that 
O'Bannon was in fact of unsound mind 
at the time, incompetent and not an ac- 
ceptable risk for life insurance. 

In August, 1920, the Travelers de- 
manded the surrender of the policies on 
the ground that they had been obtained 
by fraud by means of concealment and 
misrepresentation of material facts in 
regard to O’Bannon’s condition of 
health, The policies were surrender- 
ed, cancelled and the full premium re- 
tuned. The Travelers) then demanded 
that Huff return the commission re- 
tained and this demand was passed on 
to Rosen. 

Mr. Huff’s complaint alleges that his 
agreement with the Travelers as a gen- 
tral agent made him responsible for 
the acts of agents nominated by him 
and that under this agreement he was 
compelled to refund to the company 
the full amount of the commission, but 
that Rosen refused to pay back the 
sum or any part of the $1,265.12 re- 
tained by him. 

Chief interest centers in the opinion 
of Judge Schmuck of the City Court, 
siven in November, 1922, in which the 
demurrer of Rosen, through his attor- 
hey Frank Aranow, was upheld. The 
case hag several dramatic elements. In 
the meantime Harry Rosen had died. 
Shortly after the suit was instituted 
there was a municipal election in New 
York City with chief interest centered 
ina Fusion party ticket. On_ this 
ticket, John Kirkland Clark, Mr. Huff’s 
attorney, was running for district at- 
torney. William H. Chorosh, the Rosen 
attorney at the inception of the suit, 
Was running for city judge, and Harry 
Rosen was treasurer of the Fusion cam- 
Paign fund. Rosen’s death was the 
chief cause of the delay in the case. 

Lower Court’s Decision 

Judge Schmuck’s decision follows: 

“The plaintiff herein fails to predicate 
4 cause of action against this defend- 
ant because there is nothing to indicate 
fven a quasi contractual privity be- 
ween the parties. While it is true that 

















MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


of Springfield, Massachusetts 
Incorporated in 1851 





Unexcelled policy contracts, efficient life insurance service, and a 
net cost that is notably low—these are three of the reasons why the 
name Massachusetts Mutual is synonymous in the mind of the insuring 
public with all that is best in life insurance. During the seventy-two 
years of the Company’s history its policyholders have ever been its loyal 
friends and its enthusiastic advertisers. 





JOSEPH C. BEHAN, Superintendent of Agencies 
































A Complete Short Course 
in Selling from a New 
Angle----The Twentieth 
Century Answer to All 
Sales Problems. 


V creatives 
SALESMANSHIP 


HERBERT W. HESS, 





CREATIVE 
SALESMANSHIP 


By HERBERT W. HESS, Ph.D. 


University of Pennsylvania 
Author of 
™ncory PRODUCTIVE ADVERTISING © 


Illustrated. 


This book will open the eyes of business men, sales managers and salesmen 
to the unlimited possibilities in their particular lines when they approach 
and study their problems properly. It defines the human processes 
needful for modern business survival and brings together in one volume 
the principles and practices upon which successful selling must be built. 
It is a new scientific approach to all distribution problems, Filled with 
practical suggestions. 


339 Pages. 


Prof. Hess has based his work upon the bed-rock principles of successful 
business as it is carried on now and will be in the future. It has already 
received the endorsement of many business men, The Buffalo Commercial 
writes: “If the average knight of the road would buy a copy of this book, 
spend his spare moments reading and digesting it and then go out and 
put its theories into practice, it would be difficult to say how far he might 
not go and what high goal he might not reach.” 


PRICE $3.65, POSTPAID Send Your Orders At Once to 


THE EASTERN UNDERWRITER 


86 FULTON ST. NEW YORK 























Provident Mutual 


Life Insurance Company 
of Philadelphia 


PENNSYLVANIA 
FOUNDED 1865 


The new policy contracts of the Provident Mutual make it easy for 
an agent to fit a policy to a definite need of his policyholder. 


The policyholder also finds it easy to understand that his particular 
purpose in taking the policy will be definitely carried out. 


These policies are thus admirably adapted to an Insurance Pro- 
gramme—for the protection of the policyholder’s family or of his own 
old age, through income—for the education of his children—for the pro- 
tection of his business or of his estate—for the cancellation of a mort- 
gage or other debts. 























subrogation needs no contractual rela- 
tion for its basis, yet subrogation will 
not be discovered where the obligation 
fulfilled by the one seeking such right 
is entirely independent from the obliga- 
tion sought to be enforced by such 
means. The plaintiff herein was not an 
indemnitor or guarantor of this defend- 
ant so far as the insurance company 
was concerned. His promise to save 
the insurance company harmless had no 
connection with the promise of the de- 
fendant to the insurance company 
whereby the defendant contracted to 
certify the truth concerning the appli- 
cation of the one seeking insurance. 
These two contracts are entirely sep- 
arate and afford the insurance company 
two means of relief for recovery for the 
payment of any premium to the agent 
if the policy was cancelled. The en- 
forcement of the obligation against 
plaintiff by virtue of plaintiff’s promise 
does in no manner indicate a breach 
of defendant’s agreement with the in- 
surance company. Therefore since 
plaintiff’s cause is based wholly upon 
the fulfillment of his obligation with 
the insurance company and as that re- 
sponsibility in no wise effects defend- 
ant’s liability to the insurance com- 
pany it follows that no cause of action 
is predicated and the application for 
judgment on the pleadings must be 
denied and the demurrer sustained.” 





PHILADELPHIA DINNER 
L. A. Cerf and Others On Program; 
First Life Insurance Exhibit At 
Bellevue-Stratford 








The first Life Insurance Exhibit to 
be held in America was shown at the 
Bellevue-Stratford last night under the 
auspices of the Philadelphia Associa- 
tion of Life Underwriters. Among 
many others exhibits were received 
from President Calvin Coolidge, Mayor 
J. Hampton Moore, Provost Penniman, 
of the University of Pennsylvania; 
EK. C. Broome, Superintendent of Public 
Schools; John Fisler, president of the 
Manufacturers Club; Bartley J. Doyle, 
president of the Poor Richard Club; 
Col. Franklin D’Olier, former head of 
the American Legion; Charles P. 
Vaughn, president of the Philadelphia 
Chamber of Commerce; Ernest T. 
Trigg, director general of the Sesqui- 
Centennial; Rev. Floyd Tomkins, Rev. 
Russell Conwell, Charles §. Calwell, 
president Corn Exchange National 
Bank, and other prominent bankers and 
civic leaders. E. J. Berlet, Guardian 
Life, originated the idea of having such 
an exhibit, and associated with him in 
the preparation thereof was Fernand 
Baruch, Girard Life; Sidney Krumrine, 
Mutual Life; James TT. Lawson, Na- 
tional, U. S. A.; Everett H. Plummer, 
Berkshire; H. Kendell Read National 
of Vermont; J. Elerick Willing, State 
Mutual. 

Addresses were made by L. A. Cerf, 
New York manager of the Mutual Bene- 
fit; F. H. Nymeyer, of the firm of Sutro 
& Kimball, bankers of New York City, 
and Frank D. Buser, of the Fidelity Mut- 
ual of Philadelphia. Frederick G. 
Woodworth, of the John Hancock, pre- 
sided. About 500 were at the dinner, 
immediately following the exhibit. The 
programme committee consisted of Sig- 
ourney Mellor, Equitable of Iowa, chair- 
man; R. S. Dewees, Provident Mutual; 
H. S. Higbee, Aetna; Louis F. Paret, 
Provident Mutual, and A. C. William- 
son, Prudential. The entertainment 
committee consists of John R. Fox, 
Metropolitan, chairman; George M. Can- 
nell, Penn Mutual; W. C. Chubbs, 
Provident Mutual; Wilfred L. Coates, 
N. W. Mutual; T. D. Heenan, New York 
Life; R. Spencer Plummer, Berkshire; 
H. Rosenberger, Metropolitan; Freder- 
ick Tucker, Union Mutual, and Max G. 
Vincent, Connecticut General. 

Mr. Cerf talked on “Salesmanship.” 





George W. McManus, formerly assist- 
ant superintendent in Springfield, Mass., 
for The Prudential has been promoted 
to take charge of the Lynn, Mass., dis- 
trict. Mr. McManus started with the 
company as an agent in Newton, Mass, 
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An Insured World 
A Secured World 


PRESIDENTS 





MEETING THEME 


Edward D. Duffield to be Chairman of 
Meeting; Important Blood- 
Pressure Survey 
inter- 
the life 
insurance business are on the program 


A number of matters of wide 


est and great importance to 
of the convention of the Association of 
Life Presidents this year 
which will be held at the Hotel Astor, 
New York City, December 6 and 7. Ed- 
ward D. Duffield, president of The Pru- 
dential, has been selected as chairman 
of the meeting. The theme 
this year will be “An World, 
A Secured World.” Among the 
tures of the meeting will be the pre- 
senting of the results of an interna- 
tional survey of comparative blood 
pressure records covering life insurance 
experience in a large group of widely 
distributed countries. 

In preparation for the convention, life 
insurance companies throughout’ the 
country are assembling statistical sur- 
veys of various phases of the business, 
as disclosed by their current records, 
including the amount of new insurance 
being bought by the American people 
this year, the range and trend of in- 
vestments of reserve funds, the com- 
parative mortality experience and the 
amount of policyholders’ funds paid for 
tuxes. These statistics, with adequate 
backgrounds, will be presented by com- 
puny executives from different sections 
of the country. 


Insurance 


general 
Insured 
fea 


Government Leaders Invited 

Governmental leaders will join with 
those prominent in educational, busi- 
ness and commercial circles in bring- 
ing to the convention an outside point 
of view on various topics of common 
interest. 

Formal invitations to attend the con- 


vention are now being mailed by the 
association. In an announcement ac- 
companying the invitation, Manager 


George T. Wight of the association 
suys: 
“The character of the statistics be- 


ing received from the companies cov- 
ering their current experience, for sub- 
mission to the convention, suggested 
the theme of the meeting. These fig- 
ures, though yet incomplete, fndicate 
an all-around growth of the institution 
of life insurance the present year that 
reflects an encouraging contribution to 
National — stability. These statistics 
will deal not only with the unprece- 
dented demand of the American people 
for life insurance protection, but will 
embrace the trend of reserve invest- 
ments in developing city and country 
life and in supporting the nation’s in- 
dustries, transportation systems and 
governmental agencies. 

“Furthering the thought that life in- 
surance produces general economic se- 
curity, company executives will discuss 
the application of law to life insurance 
and the attitude of life insurance 
toward law; the character and influence 
of agency representation in relation- 
ship to keeping the insurance in force 
and the contribution of life insurance 
mortality records and investigations in 
prolonging life and making it more 
productive. 

“Allied topics pertinent to the nation 


at large will be presented by men oc- 
cupying high positions with opportunity 
for observation and the public duty to 
present their reflections. American 
and Canadian leaders will discuss the 
international fabric to which the life 
insurance companies reciprocally con- 
tribute in both nations. 

“The section of the program dealing 
with the relationship of life insurance 
to health, as revealed by current mor- 
‘tulity experience of the companies 
throughout the country, will be further 
illumined this year by the results of 
an international survey of blood pres- 
sure experience covering a wide range 
of countries. Improvement realized in 
prolonging human life in the United 
States in the last two decades has been 
largely due to the control of diseases 
in which high blood pressure has not 
had a prominent part, including tuber- 
culosis, contagious diseases, etc. It is 
believed, therefore, that this survey will 
be of both popular and scientific inter- 
est in pointing the way further to in- 
crease American longevity, particularly 
with respect to middle ages.” 





AETNA ADS START 


Describe What It Means “To Be Aetna- 
ized;” Appear In Several 


Publications 
The national advertising campaign 
of the Aetna Life and Affiliated Com- 


panies, calculated to impress the word 
’ on upwards of 50,000,000 
readers during the next 12 
months, began September 29 with a 
full page illustrated advertisement in 
The Saturday Evening Post. The 
schedule calls for inclusion of the ad- 
vertisement in the October 20 number 
of The Literary Digest and the Octo- 
ber number of Scribner’s Magazine 
The Atlantic Monthly, Century Mag. 
azine, Harper’s Magazine, Review of 
Reviews, World’s Work and the No- 
vember American Magazine. 

The first advertisement, emphasizing 
the multiple Aetna lines, is headed 
“What Does It Mean to be Aetna-ized.” 
Immediately above the heading is an 
illustration depicting a_ section of 
“Main Street” in any American city, 
with its stores, office buildings, street 
cars and automobiles. It is a busy 
hour of the day and the street is well 
filled with people. 

“You know this picture,” the adver 
tisement 1eads. “In it you will find 
yourself, your friends and neighbors. 

“There are the little shops’ where 
you trade. There are the big depart 
ment stores with their crowds of cus- 
tomers and scores of clerks. There 
are the banks, churches and theatres. 
Beyond are streets of homes sghelter- 
ing wives, mothers and_ children. 
Farther off are the factories, the rail- 
road yards and river front employing 
hundreds of workers. 

“All these people and yourself. their 
possessions and yours, daily face the 
innumerable risks of life. In a twink 
ling health, life, property, savings or 
earning capacity may be instantly 
wiped out.” 


“Aetna-ize’ 
magazine 





T. LOUIS HANSEN BACK 
T. Louis Hansen, vice-president of the 


Guardian Life, has returned from a 
three months’ businegs ‘trip abroad. 
To celebrate his home-coming the 


Guardian Agency force is conducting a 
“Hansen Month” campaign during the 
month of October. 





to develop and hold their business. 


John Barker, Vice-President 





Incorporated 1851 


Pittsfield, Mass. 
GEORGE H. TUCKER, President 

This Company has always pursued those policies in 

have given it a high reputation for stability 
Has always rendered the highest grade of service 
Has always extended reasonable assistance 
Its policy contracts give to each individual insurer full protection 

the same time, the interest of all its policyholders. 


the conduct of its business that 
and fair dealing. 

to its policyholders. 

and encouragement to its representatives 


, safeguarding, at 


Frederic H. Rhodes, Vice-President 
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Why 
Write Accident ? 


Because 


The Accident Line 
supplies an effective approach for a Life Insurance 
solicitation. 

Provides 


a ready-made list of Life prospects—f ull informa- 
tion is in the Accident application. 


Widens 


the Agent’s contacts, exposing him to more sales. 


Develops 


and maintains Life clients; Accident Insurance is 
INCOME insurance and guarantees that there will 
be money to meet Life premiums, whatever befalls. 


Furnishes 


a regular and substantial income, with persistent 


renewals, WHICH PAY THE FULL FIRST YEAR 
COMMISSIONS. 


There’s a Missouri State Life Accident Policy 
to Fit Every Desirable Risk. 


Agents whose companies do not write Accident Insurance 
can sell the Missouri State Life Accident Line under a 
liberal contract direct with the Company on the same 
basis as our regular Agents. 


MISSOURI STATE LIFE 


Insurance Company 


M. E. Singleton, President 


Life 


Home Office, St. Louis 


Accident Health 


Group 











October 1 


Equits 
New 
VALUAB 


Tells The 
herit 


The E 
ciety has 
and inher 
with inco! 
gone to 2 
prepared 
J. Grahan 

It is d 
of the sc 
tion on 1 
heritance 
ing and ¢ 
tax need 
sued in 
manual, \ 
is an ul 
document 


Part 1 
eration ¢ 
with ruli 
surance 
individue 

Part 2 
paign m 
containe 
practical 

The EK 
tions wh 
tive to f 
tance ta: 
hypothet 
and ans\ 

Ouesti 
surance 
State In 

Answe 
of the L 
der the 
proceeds 
to indiv 
Montans 
the exc 
Arkansé 
tempt t 
jiate rel 

Ouest 
ab'e to 
various 

Answ 
emntion 
Quest 
an exec 
under t 
laws? 
Answ 
emptior 
Ouest 
able to 
State ex 
sin and 
able un 
gardles: 
Answ 
Ouest 
the Fe 
Answ 
is cons 
propert 
tate pl 
the est 
Oues 
individ 
under | 
Ansv 
individ 
the Fe 
in add 
of $50, 
taxable 
law. 
Oues 
insuray 
other 
taxed 

Law? 

Ans\ 
tion of 
individ 
amoun 
tion is 
would 

Tax. 


Que. 








199i 











October 12, 1923 


THE EASTERN UNDERWRITER 





Equitable Society’s 
New Taxation Manual 


VALUABLE DATA FOR AGENTS 





Tells Them All About Estate and In- 
heritance Tax Measures; Also 
About Income Tax 





The Equitable Life Assurance So- 
ciety has issued a manual of estate 
and inheritance tax insurance, together 
with income tax information, which has 
gone to general agents and which was 
prepared under the direction of William 
J. Graham, second vice-president. 

It is designed to serve the agents 
of the society with essential informa- 
tion on the subject of estate and in- 
heritance taxes from their angle of sell- 
ing and conserving life insurance to fit 
tax needs. For convenience it is_ is- 
sued in loose-leaf form. style. The 
manual, which is divided into two parts, 
is an unusually valuable and timely 
document for the sales force. 

Questions and Answers 

Part 1 defines and describes the op- 
eration of state and federal tax laws 
with rulings and application of life in- 
surance to meet taxes. Data for each 
individual state is given. 

Part 2 suggests definite selling cam- 
paign materia’ by which information 
contained in Part 1 may be utilized in 
practical way. 

The Equitable takes up a list of ques- 
tions which agents are apt to ask rela- 
tive to federal estate and state inheri- 
tance tax laws and then answers these 
hypothetical questions. The questions 
and answers follow: 

Question—Are the proceeds of life in- 
surance policies taxed under the various 
State Inheritance Tax laws? 

Answer—Generally the various states 
of the Union do not attempt to tax un- 
der their Inheritance Tax Laws, the 
proceeds of life insurance policies paid 
to individual beneficiaries. Arkansas, 
Montana, Wisconsin and Tennessee are 
the exceptions to the rule and even 
Arkansas and Tennessee do not at- 
tempt to tax proceeds paid to immed- 
iate relatives. 

Question—When life insurance is pay- 
ab'e to an estate is it taxed under the 
various State Inheritance Tax laws? 

Answer-—Yes, subject to general ex- 
emntions. 

Question—If life insurance is paid to 
an executor or administrator, is it taxed 
—. the various State Inheritance Tax 
aws 7 


Answer—Yes, subject to general ex- 
emptions. 
Question—When life insurance is pay- 


able to individual beneficiaries in any 
state exeept Arkansas, Montana, Wiscon- 
sm and Tennessee, are the proceeds tax- 
able under the Inheritance Tax laws, re- 
gardless of the amount? 

Answer—No. 

Ouestion—Is life insurance taxed under 
the Federal Estate Tax Law? 

Answer—If payable to an estate, it 
is considered the same as any other 
property and is taxed if the whole es- 
tate plus the life insurance payable to 
the estate exceeds $50,000. 
_ Question—Is life insurance payable to 
individuals named as beneficiaries taxed 
under the Federal Estate Tax Law? 

Answer—Life insurance payable to 
individual beneficiaries is exempt under 
the Federal Estate Tax Law to $40,000 
in addition to the general exemption 
of $50,000. The excess over $40,000 is 
taxable under the Federal Estate Tax 
law. 
_ Ouestion—If a man left $100,0c0 of 
msurance payable to his wife and no 


other property. how much would be 
taxed under the Federal Estate Tax 
Law? 


Answer—There is a general exemp- 
tion of $50,000. Life insurance paid to 
individual beneficiaries is exempt to the 
amount of $40,000. The total exemp- 
tion is $90,000. $10,000 of the $100,000 
—" be subject to the Federal Estate 

ax, 


Question—Is life insurance payable to 


a corporation, regardless of the amount, 
taxed under the Federal Estate Tax 
Law? 

Answer—No. If the premiums 
paid by the corporation. 

Question—If life insurance is taken out 
by a man’s wife on his life and she pays 
the premiums out of her own separate 
and individual estate and not out of funds 
belonging to or advanced by her husband, 
is such life insurance subject to the Fed- 
eral Estate Tax Law, ragardless of the 
amount ? 

Answer—No. 

Question—If a man takes out insurance 
in favor of a bank as collatera' security 
for a loan and pays the premiums, is 
the imsurance considered in determining 
whether there is an excess over $10,000 
of life insurance? 

Answer—Yes. 

Question—Where an insured assigns 
a policy and retains no interest in it and 
after the assignment pays no part of the 
premium, will the insurance be consider- 
ed in determining whether there is a 
taxable excess over $40,000. 

Answer—No. 

Ouestion—What largely determines the 
taxability of life insurance under the 
Federal Estate Tax Law? 

Answer—The manner of payment 
whether to individuals named as bene- 
ficiaries or to an estate, and the pay- 
ment of the premiums. 

Ouestion—Does the fact that the insur- 
ed signs the application make any differ- 
ence in the taxability of life insurance 
under the Federal Estate Tax Law? 

Answer—No. 

Ouestion—Is life insurance taken out 
to provide funds to meet the state Inher- 
itance Taxes or other legal charge upon 
the estate taxable under the Federal Es- 
tate Tax Law? 

Answer—Yes. 

Ouestion—Is the above true regardless 
of the manner in which the policy is 
drawn? 

Answer—The insurance is taxable if 
there is an obligation legally binding 
upon the beneficiary to use the pro- 
ceeds in payment of the charge. 

Question—Is the estate entitled to more 
than one exemption of $40,000 for insur- 
ance payable to various beneficiaries other 
than the executor? For example, if a 
man left life insurance payable to three 
persons in amounts of $10,000; $40,000 
and $50,000, how much should be return- 
ed for taxation? 

Answer—The estate is entitled to 
only one exemption. In the example 
you give, $60,000 should be returned for 
taxation. 

Question—Who pays the Federal Es- 
tate Tax on life insurance which is pay- 
able to individual beneficiaries? 

Answer—The Government requires 
the estate to pay the tax and is not 
interested as to where the burden is 
placed. The manner of distributing 
the cost usually is determined by the 
executor. 

Ouestion—When life insurance is made 
payable to a trust company for the pur- 
pose of paying estate taxes, would the 
insurance be taxable under the Federal 
Estate Tax Law? 

Answer—Yes, the insurance is for the 
benefit of the estate. 

Question—Are policies payable under 
the income plan taxed under the Feder- 
al Estate Tax Law? 

Answer—lInsurance on the income 
plan is considered the same as any 
other form of life insurance. Its value, 
however, is determined by special 
tables issued by the Government. If 
the beneficiary elects to take the com- 
muted value of the policy instead of the 
installments, this value is taken for the 
purpose of determining the Federal Es- 
tate Tax. The option selected by the 
beneficiary is the one taxed by the 
Government. If the commuted value is 
taken, the commuted value is the 
amount which should be returned for 
the Federal Estate Tax. 

Question—If the interest on a life in- 
surance policy is payable to a man’s wife 
for life and at her death the principal 
sum is to go to his children. how is the 
value determined under the Federal Es- 
tate Tax Law? 
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Answer—The value of the life use of 
the interest is computed by the Gov- 
ernment as is the value of the suspend- 
ed ownership by the children. The 
two are added together and the total 
amount thus determined. The Govern- 
ment has issued special tables for this 
purpose. In most instances the sum 
total of the two amounts approximate 
the face of the policy. 

Ouestion—If a wife purchases a life 
insurance policy on her husband’s life 
and pays the premiums, but the husband 
makes up to her in some other way the 
cost of the premiums is this insurance 


taxable under the Federal Estate Tax 
Law? 
Answer-—Yes. 


Ouestion—Is life insurance payable to 
a trustee under a trust agreement for the 
sole use and benefit of an individual 
named as beneficiary. considered as life 
insurance payable to the estate or to an 
individual beneficiary? 

Answer—lIt is our opinion that it is 
considered as being paid to an individ- 
ual. 





LIBERALIZE ALLOWANCES 





The Prudential Extends Term Policy 
Conversion Allowance Giving Credit 
After One Year 





In converting a term policy into an- 
other form of policy bearing current 
date, it has been the practice of The 
Prudential to make an allowance un- 
der the term policy equivalent to the 
net value of its entire nonforfeiture 
value if at least three years in force, 
irrespective of the amount converted. 

This practice is now to be extended 
so that the allowance will be granted 
in the event of conversion to a pol 
icy bearing current date after the term 
policy has been in force for one year 
or more, the allowance to be applied 
toward the payment of the premium on 
the new policy. 

The amount of the allowance prior to 
the end of the third year will be based 
only on that part of the term policy 
which is being converted and will be 
the same percentage of the reserve 
on the term policy as is allowed in 
the event of surrender or conversion 
at the end of three years. For ex 
ample: If the term policy is for $10,- 
000 and the new policy is to be for 
$5,000, the allowance will be based only 
on $5,000. 

The allowance will be granted only 
toward the payment of the first pre- 
mium on the new policy the balance 
of the premium to be paid in cash. 
No allowance will be granted if the 
new policy is to bear the date of the 
term policy. 





MEETS WITH AGENCY OFFICERS 
In accordance with the custom estab- 
lished last year, the annual meeting of 
the Life Insurance Sales Research Bu- 
reau will be held in conjunction with 
the annual meeting of the Life Agency 
Officers’ Association. This year the 
Association will discuss field manage- 
ment problems during the two days of 
its sessions on November 12 and 13. 
The chairman of the meeting will be 


Seeks More Liberal 
Treatment of Aviators 


ENGLISH CO’S LESS’ STRICT 
Companies Generally Do Not Write 
Airmen; Aeronautical Association 


Takes Up Matter 


The National Aeronautical Associa- 
tion is interested in the subject of life 
insurance protection for those engaged 


in the various departments of flying 
activities and the association com- 
municated with a number of the 


life insurance companies to learn the 
attitude of the business on such risks. 
The association claims that the com- 
panies here are far more strict than 
the English companies. American com- 
panies generally will not insure avia- 
tors. The attitude of several of the 
companies is given below: 

Society, New York:—To pilots, 
mechanics, and passengers who occasionally 


fly, but who do so very seldom, we grant in- 
surance up to a maximum of about $25,000 with 


Equitable 


“a minimum annual extra premium of $5 per 
$1,000. The amount of insurance will be de- 
creased and the amount of extra premium in- 
creased in accordance with the amount of 
actual flying done. 

John Hancock Mutual, Boston:—Up to. the 
present time professional aviators have been 
declined by this company for the reason that 


ic is generally conceded that the fatal accident 
hazard is much greater than provided for in 
the life insurance premium. oe as to the 
number of professional and private aviators, 
fatalities, ete., do not appear to be available 
in such form as to make it possible to judge 
the risk incurred. The fact that mechanical 
improvements, making for greater safety, are 
being constantly effected is another matter 
we would like to know more about. 

Fidelity Mutual, Philadedphia:—It is the 
practice of this company not to grant insur- 
ance to those engaged in aeronautics or sub- 
marine expeditions or operations. 

Aetna Life, Hartford:—We do not make a 
practice of writing risks engaging in aero- 
planing as an occupation, or as a part of 
their occupation. This does not mean that a 
single aeroplane ascension would vitiate the 
policy, but all the facts respecting an appli- 


cant’s exercise of this privilege should be 
stated in such an application and they will 
receive careful attention. 

Reliance Life, Pittsburgh:—Our application 


for insurance does not include a question rela- 
tive to aerial ascensions, automobile racing or 
engaging on submarines, but if the company 
receives advice that the applicant does engage 
in any of the above no policy ig issued, 

Mutual Benefit, Newark:—We could not re- 
gard favorably persons applying to us for life 
insurance who made in their applications state- 
nents .similar to those in the fourth paragraph 
o: your letter. 

Penn Mutual, Philadelphia:—If an applicant 


states that he expects to take trips in an 
airplane for business or pleasure or engage 
in aviation such answer would debar the ap- 


plicant from insurance in this company. 

New York Life:—We do not insure men who 
are engaged in giving exhibitions or in fancy 
flying. 

Union Central, Cincinnati:—Except for term 
insurance, the company will not reject an ap- 
plicant who occasionally makes flights as a 
passenger. 





Oliver Thurman, Superintendent of 
Agencies, Mutual Benefit Life Insurance 
Company, who has been chairman of 
the executive committee during the past 
year. He will call on various members 
of the Bureau staff as well as execu- 
tives of other companies for a discus- 
sion of the field which the Bureau is 
covering. 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 











The power of sugges- 
tion in selling is one of 
the valuable factors, 
says George F. Abbott 
of the Acacia Mutual 
Life of Washington, in telling of some 
of his experiences. He says: 

Whether the sale is made 
depends largely upon whether’ the 
proper suggestion has been made— 
whether you suggest “yes” or whether 
you suggest “no” in the opening re- 
marks of your selling talk—the ap- 
proach. 

It is important in 
to a prospect, to put questions sug- 
gesting ‘‘yes” for an answer, the pur- 
pose being to get the prospective cus- 
tomer in the habit of saying “yes.” 

Answers to your questions may he 
led up to, by suggestive remarks as, for 
instance, to illustrate the point, T-w-o 
T-o—T-o-0 suggesting Tuesday, the sec- 
ond day of the week when it is really 
the third. 

You have 


Power of 
Suggestion 
In Selling 


or not, 


your selling talk 


seen a mother with a small 
baby in her arms, a baby so young that 
it does not understand any language. 
The baby may be doing something not 
pleasing to the mother and the mother 
suys, “stop.” The baby stops. Why? 

The suggestion was there; call it 
what you will, mental telepathy—-men- 
tal domination or by any other name, 
the fact still remains that the baby 
stopped because of the power of sug- 
gestion. 

“You do not want any life insurance 
do you,” is the commonest of opening 
selling remarks. You suggest a “no” 
and you get it. 

How often have you knocked on the 
door of a prospect’s office and hoped he 
would be out and, if he did happen to 
be in, your first question would be, 
“How are you fixed for life insurance?” 

Did you ever see anyone who was not 
fixed? 

Do not these questions suggest no’s 
non-success—weakness—failure? 

Just the other day while in Philadel 
phia I went into a large store—a store 
that Philadelphians boast of—and pur- 
chased half a dozen collars. 

The salesman, while wrapping up my 
package, said, “You do not want any- 
thing else, do you?” 

I replied, “No,” while on the contrary, 
I did; but in as much as he told me I 
did not, that settled it. 

Is that salesmanship? 

Did he use the power 
to help him not to sell? 

What do you suggest in talking about 
your company, do you say, “I represent 
the worst company, our policies are 
poorly written, our premiums are high, 
our values are low, and we don’t pay 
our claims promptly?” 

This is not selling talk; 


of suggestion 


on the con- 


trary, you would suggest that the com- 
pany you represent is exactly the op- 
posite, 


It is a lot of pleasure for some of us 
to “knock” our own company, but we 
will not let anyone else do it and we 
would fly at a competitor’s throat for 
doing so. 

But no matter what the reason may 
be, if you will use that part of your 
anatomy that sticks out above your 
collar for the purpose for which it was 
intended and not a hat-rack, you can 
meet any argument. 

Remember, your head was given to 
you for the purpose of using for your 
profit, and it is not a knot tied on the 
end of your spine to keep the spine from 
unraveling. 

The all important question in sales- 
manship is: Are you selling “yes’s” or 
are you selling “no’s”; are you selling 
successes or are you selling failures? 


In discussing the eco- 
A Man’s nomic value of a man 
Economic from the life insurance 
Value standpoint, the United 
States Life of New York, 

in its paper “The Ingleside,” says: 
The War Risk Bureau, with its un- 
usual facilities, gave a big swing to 
life insurance in popular favor, while 
the large policies on mere boys in 


service caused an adjustment in 
minds of older men. 

the thought arose that 
economic value to the 
000, the deeper 


the 
Psychologically 
if a young lad’s 
world was $10,- 
responsibilities of his 
father and older brothers suggested 
that their protection must be written 
in still larger amounts. 

Higher salaries and increased cost 
of living helped along this readjust- 
ment. Young men who had been con- 
tent to draw a wage of a hundred dol- 
lurs a month with “prospects” found 
their income doubled almost over night 
during the wave of prosperity. So the 
$5,000 life insurance policy did not look 
so large to the thoughtful young family 
man, and it appeared still less when 
viewed as the source of his family’s 
income if anything should happen to 
him. The man on a salary of $250 a 
month felt a little shiver of apprehen 
sion run down his spine when he pic- 
tured his wife and children reduced to 
an income of $250 a year--a 5% yield 
on $5,000. 

The more thoughtful investors in life 


insurance began to consider’ bigger 
amounts. The Income Policy, guaran- 
teeing a monthly, quarterly, or annual 


payment to the beneficiary, 
along this educational campaign. A 
man’s mind focuses more accurately 
when he gets down to brass tacks and 
deduces in plain figures the income his 
estate will yield to his family. $10,000 
looks like pretty fair coverage; but an 
Income Policy of only $100 a month 
is much more. Yet even this would 
mean mighty hard sledding for a fam- 


helped 


ily accustomed to spending three = or 
four times that amount. 
* * > 

H. EK. Humphrey, super- 

Steps visor at Cleveland for 

Toward the National Life of Ver- 

The Close mont, gave the following 


description of the steps 
towards the close in an address before 
the company’s agents: 

Ordinarily the first meeting is a pre- 
liminary call, very brief, in which we 
size up the prospect, get his date of 
birth, family and business conditions, 
insurance carried, ete., in fact, to use 
a homely simile, we act like a sponge 
and soak up all the information possi- 
ble, get his reaction to our idea, but 
give out only enough of our proposition 
to arouse his curiosity. In other words 
we attempt to get him to talk, because 
if a prospect will talk enough he will 
give us a clue to sell him, every time. 

Most objections to buying are good 
reasons for having insurance. Then 
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before leaving we arrange a later defi- 
nite appointment at his convenience, 
but at a time and place that seems to 
us to promise the best opportunity for 
the interview. 


We place great stress upon the one 
good interview, under proper condi- 
tions, and if necessary, go back several 
times until we find everything favor- 
able; then once started we attempt by 
every means in our power to close the 
case then and there. Second and third 
interviews are expensive and generally 
unsatisfactory. We know from actual 
records kept that time spent’in calling 
back on the same old prospects can 
be more profitably employed in making 
new calls. The work of seven of our 
agents carefully tabulated over a long 
period, showed that forty-five per cent 
ot their applications were secured in 
interviews with new prospects; forty 
one per cent from policyholders and 
only twelve per cent from old prospects. 


Encouragement comes from seeing 
new people and not from the chronic 
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Their alibis tend to break 
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interviews 
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successfully 
new agent, having been 
gains that confidence in 
the business that is 
cess, 

In conducting our joint interviews, we 
are very careful to sell the _ policy 
thoroughly—even to getting the settle 
ment—if not with the application, then 
upon delivery of the policy. We be- 
lieve that half-sales are a bad practice 
for even an experienced agent, 
however, may be able to go back and 
complete the sale after the policy has 
been issued. But for the new man they 
are too dangerous to attempt. Unde- 
livered business is a total loss to the 
company, the agent, and the applicant. 
It starts the new agent off on the wrong 
foot, is liable to give him a bad im 
pression of our business and is a gen 
erally unsatisfactory practice—not tol- 
erated in our agency. 


have been 
most of the 
confound and 
our business 
met and_ the 
shown how, 
himself and 
essential to suc 





EDUCATOR IN INSURANCE 

J. W. Thoman, who is selling insur- 
ance for the New York Life in Han- 
over, Pa., and vicinity, is one of the 
best known educators in that section. 
At one time he was superintendent of 
schools of Adams County in Pennsyl 
vania. His early career in teaching 
was in the rural schools of York and 
Adams counties, after which he be 
came a school principal. For some 
years he was treasurer of the Hanover 


Printing Company. He recently made 
an interesting address before the 
Adams County Teachers’ Association. 
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Travelers Covers Big 
Restaurant Group 


POLICY SOLD BY M. J. ALTSCHUL 








St. Regis Restaurant, Inc., Employes 
Pay Fifty Cents a Month, Corpo- 
ration the Balance 





So far as is known the first group in- 
surance policy taken out on restaurant 
people will be sold the St. Regis Rest- 
aurant, Inc., by M. J. Altschul, of the 
Altschul-Batterson Co., 186 William 
Street. The coverage, which amounts 





M. J. ALTSCHUL 


to about $1,000,000, is in the Travelers. 
The St. Regis Restaurant, Inc., 
of twelve or 


consists 
thirteen restaurant units 
on Manhattan Island between 28rd 
Street and Columbus Circle. Hmployes 
pay fifty cents a month; the employer 
paying the’ balance. The policy in 
cludes not only payment in event of 
death from any cause, but also pay 
ments in event of permanent or total 
disability before age sixty. Loss of 
sight or loss of use of hands or feet 
also are covered. Out of a group of 
about 800 employes, men and women, 
more than 90% agreed to come under 
the coverage. 

A club has been formed among the 
employes, the taking out of group in- 
surance being one of the requirements 
for membership eligibility. Policies 
run from $1,000 flat for general em- 
ployes to $2,500 for managers and de- 
partment heads. The chef, as boss of 
the kitchen, comes under the $2,500 
cover. 

The president of the St. Regis Rest- 
aurant, Inc., is William Loewenstein. 
Mr. Altschul has been an active insur- 
ance man on the street for some years 
and has rather specialized in writing 
restaurant people. 





NOVEL AGENCY CONTEST 

The Providence agency of the Equit- 
able Society of New York has for the 
past two years conducted a contest at 
the close of the year between the col- 
lege and non-college men, the latter 
winning both years. This year the 
three leaders of the agency, William 
P. Dobbs, A. Manton Chace and George 
F. Crum_ have challenged the rest of 
the staff. 





CAPABLE POLICY- 
PLACERS 


Can always find a satisfactory opporsanity 
for work with this Company in goom ter- 


TAYLOR BACK FROM SPAIN 


Equitable Vice-President Saw King Play 
Polo; Attended Bull Fight At 
Madrid 





William KE. Taylor, vice-president of 
the Equitable Life Assurance Society, 
has returned from a short but very in- 
teresting visit to Spain. In Madrid he 
saw a bull fight in an arena crowded 
with 13,000 people, and after visiting 
San Sebastian, he went to Biarritz, 
where he saw King Alphonso play in a 
polo match. He was not in Spain at 
the time of the military revolt against 


the cabinet, but advices he received 
from friends in Spain were to the ef- 
fect that the common people took the 


revolt philosophically and there was no 
disturbance of any kind. 


ALEXANDER SPEAKS 

William Alexander, secretary of the 
Equitable Life Assurance Society, was 
the principal speaker at the October 
luncheon-meeting of the Richmond As- 
sociation of Life Underwriters’. The 
meeting was the first held since June 
and was largely attended. New mem 
bers of the association were admitted 
as follows: Harry Thomas Adkins, Jef 
ferson Standard; Thomas E. Sebrell 
and Russel G. Sebrell, Bankers Life, 
and G. Harold Bulman, Union Mutual. 
Mr. Alexander delivered an address the 
evening of the same day before the 
class in insurance salesmanship being 


conducted under the auspices of the 
Richmond extension division of the 
College of William and Mary. A large 


audience of insurance 
him on this occasion. The class is 
starting off under most auspicious cir 
cumstances, the enrollment having ex- 
ceeded expectations. Prominent mem 
bers of the Richmond Association of 
Life Underwriters have agreed to 
make addresses’ before the class 
throughout the term. Practical instrue 
tion will be given by William Thorn- 
ton of the Life Insurance Company of 
Virginia. 


men also heard 





DR. H. S. PEARSE MEDICAL 
DIRECTOR 
Dr. H. S. Pearse, for the past twenty- 
two years with the inspection and med- 
ical departments of the Equitable So 
ciety at the home office, has been ap- 
pointed an assistant medical director. 





Mrs. Florence A. Shaal’s agency in 
Boston is engaged in a contest for new 
business with the A. T. Farnsworth 
agency, both of the Equitable Society. 


EMPLOYEES PROFIT BY GROUP 
COVER 

A report on the results of the first 
year’s experience of the employees of 
John A. Roebling’s Sons Co. of Tren- 
ton, N. J., under a group policy of the 
Equitable Society shows that the 
umount paid to beneficiaries of em- 
ployees who had died during the year 
totalled $56,700 or an average of $1,181. 
Forty-eight employees died and two be- 
came permanently disabled. The 
group covers 4,874 employees for a to- 
tal of $5,559,993. 





APPOINT BRONX AGENTS 
The Aetna Life has appointed Joshua 
lL. Evans, Ine., New York City, as 
Bronx agents. This agency represents 
the London Assurance, the United 
States Casualty and the National Lib- 
erty. 





FUNDS FOR MEMORIAL 

General Walker B. Freeman, com- 
mander of the United Confederate Vet- 
erans of Virginia, who is general agent 
at Richmond for the New York Life, 
is taking an especially active part in 
the raising of funds for the erection of 
a suitable memorial in Richmond to 
Matthew Fontaine Maury, distinguished 
Virginian, famed as the “Pathfinder of 
the Seas.” 





Joseph EK. Lockwood, who was agency 
superintendent for the Cleveland office 
of the Provident Mutual, has been ap- 
pointed general agent of the company 
in Kansas City and is already on the 
job. He succeeds W. B. Burruss. 





LIFE INSURANCE 
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Sigourney Mellor 
and Company 
NEW YORK CITY 
149 Broadway 


PHILADELPHIA 
630 Widener Building 














The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
Columbian National Agents are in a position to offer the best forms of 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Policies backed by one of the strongest companies in the country, having 
ample capital, surplus and highest standard of reserves. 


GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 














HOME LIFE 


INSURANCE CO. 


NEW YORK 


WM. A. MARSHALL, 
President 





The 63rd Annuaj Report shows: 
Premiums received during the 
FORE 19FD ncccccccccccccscccccccces 
Payments to Policyholders and 
their beneficiaries in Death 
Claims, Endowments, Dividends, 
WN ca udacdsacecensaenacaneceixas 5,400,7@ 


Reserve Funds 
Net interest Income from Invest- 
I a icadacusccasasstansashesnens 2,1 
($722,352 in excess of the amount 
required to maintain the reserve) 





Actual mortality experience 52.87% 
of the amount expected. 

Insurance in Force.............+- $232,163,682 

Admitted Assets 





For Agency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 
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Southwestern Life Insurance Co. 


Home Office, DALLAS, TEXAS 





titory—men who can collect the p 
&s well as write the applications. Why 
not make inquiry now? 


Union Mutual Life 


Insurance Company 


PORTLAND, MAINE 
Address: 





ALBERT E.AWDE, Supt. of Agencies 














Address, 








PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 


PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New Yerk City 

















Build Your Own Business 


under our direct general agency contract 
Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 
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How Fiske Impressed 
British Newspaper Man 


AN INTERVIEW IN LONDON 


Metropolitan’s Service to Humanity; 
Company Not to Enter England; 
Returns This Month 


Haley Fiske, who is now in England 
was interviewed last month by a staff 
writer of ‘““The Policy-Holder,” a lead- 
ing British insurance paper. It ,. was 
largely an impressionistic interview and 
will be interesting to American readers 
It is reproduced herewith: 

When I had the pleasure of meeting 
the president of that marvel among life 
offices, the Metropolitan Life of New 
York, in the neat but spacious upper 
hall of the delightfully old-fashioned 
dwelling he has taken for his stay in 
London, three points tagged themselves 
like burrs in my mind. I must make 
two of those points clear to you before 
going into the story he related to me. 
The first point was the index te the 
president’s character afforded by his 
choice of a residence. He has selected 
a west-end thoroughfare, but it is a 
short one with trees visible at either 
end; and the house itself shines as a 
little star, with burnished brass-work 
on the door and scarlet geraniums in 
bloom on the window-sill. I think it 
was Lady Carter’s old house at one 
time. And it is charmingly homey 
without being monotonous. 

Now for the’ second point. The 
president’s self-effacement while he 
talked of the company was quite sim- 
ple and sincere. Although, by sheer 
virtue of his position, a powerful finan- 
cial magnate, he rejoiced to sink him- 
self in his work. “The company is the 
pride of my life,” he said. And he 
meant it. Indeed, he finally left upon 
me the impression that he is really not 
so much an individuality as a repre- 
sentative of vast n«tural forces. The 
Metropolitan Life of New York seemed 
to speak with his voice and to think 
with this brain, and to offer service to 
mankind and to claim everybody’s serv- 
ice for mankind. He almost obliterated 
himself, if such an action were possi- 
ble, while he urged with fiery devotion 
that each of the company’s thousands 
of representatives in the United States 
and Canada is a Haley Fiske and as 
determined as he to place the Metro- 
politan Life of New York wherever 
larger and larger service can be rend- 
ered to humanity. “T must render 
service, we all must render service. 
Service is life. Service is glory. The 
world is crying for service. Those who 
fail to render it are doomed. God serv- 
eth the servant.” That was the burden 
of his message. Service magnified and 
enthroned, with the Metropolitan Life 
of New York as a mighty engine for 
absorbing in social steam and returning 
in social flood the associated service of 
its servants in advancing the general 
welfare of the world. Now for the 
president’s story. 

Of course, it was the story of the 
company. In brief, the Metropolitan 
Life of New York is not only the larg- 
est life office on earth but also a gigan- 
tic public institution. It assures the 
lives and attends to the welfare of one- 
sixth of the entire population of the Re- 
public and the Dominion. This figure 
refers to individual lives, not merely 
number of policies in _ force. In 
certain districts, for example, the com- 
pany’s policies in force exceed the 
population in number. And the total 
amount of assurance in force, under- 
written by the company exceeds eight 
thousand million dollars, or over six- 
teen hundred millions of pounds ster- 
ling. By the end of the current year, 
the company’s assets will probably 
reach fifteen hundred million dollars, 
or three hundred millions sterling. All 
the company’s figures are advancing in 
sound proportion and by leaps and 
bounds. The new assurances this year 
are expected to attain the record of 
two thousard five hundred million dol- 





lars, or five hundred millions sterling. 
More than a thousand claims are paid 
daily, with two thousand on Saturdays 
to make up for Sundays; or, taking busi- 
ness days of eight hours each, one 
claim is settled every twenty-four sec- 
onds. When I was in New York, in 
1914, the dividends to shareholders in 
the company had already been limited 
to seven per cent per annum on two 
million dollars (£400,000) capital. 
Since then, the policyholders have been 
voluntarily permitted to buy out the 
shareholders, and the company is now 
completely mutual. The shareholders 
did not sell at the top price of the 
market. Not a bit of it. They were no 
Shylocks. They knew they were sell- 
ing out to their own policyholders, and 
they sold at three times the par value 
of the stock, although they were of- 
fered ten times on the open market. 
“There has been no equal exhibition of 
public spirit, by a commercial corpora- 
tion, in recent years,” said the presi- 
dent. At that date, the company had a 
surplus of nearly forty million dollars, 
or eight millions sterling. So you see 
the concession made by the sharehold- 
ers was a very real one. 

All profits accordingly go to the pol 
icyholders in both the industrial and 
ordinary departments, industrial policy- 
holders generally receiving cash dis- 
hursements applied in payment of pre- 





miums. And the company gives its in- 
dustrial clients the free use of a highly 
trained nursing service. This is great- 
ly appreciated, the number of nursing 
visits to sick policyholders, this year, 
running into two-and-a-half millions. 
Hundreds of millions of pamphlets on 
the elementary facts of health and 
sanitation are distributed free by the 
company’s agents, who also co-operate 
with public health authorities and or- 
ganize local surveys of sickness and 
mortality. A big development of group 
life assurance has tended considerably 
to improve the relations between em- 
ployers and employed in America, and 
the company looks forward at no dis- 
tant date to supplementing this with a 
scientific and wholesome system of in- 
surance against unemployment. All 
round, the enterprise of the company in 
the field of welfare-work is enormous. 
Policyholders do not talk of the com- 
pany as their life office but as “Mother 
Metropolitan,” ever ready to help her 
children. Needless to add, the staff 
and agents are well paid, and well cared 
for in sickness and in health. 

Now for the third point. I asked the 
president, bluntly, whether the Metro- 
politan Life of New York contemplated 
the extension of its British business 
from Canada to England. Haley Fiske 
smiled sweetly. He answered: “That 
would cause a revolution.” 


ns, 


QA 
ARE YOU THE MAN— 


Who would consider an _ attractive 
manager’s contract for Johnstown, 
Pennsylvania? 





An established old line mutual com. 
pany operating under the laws of New 
York State offers you a wider field and 
increased opportunities for making 
real money. 


A Home Office official will be glad to 
talk with you about a practical method 
of developing a successful agency. 


All negotiations strictly confidential, 


Address “Agency Department” 


c/o The Eastern Underwriter 
86 Fulton Street 
New York 
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Total and Permanent Disability 








food, clothing and housing. 


THE TOTAL 


premiums to pay. 
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A RAPIDLY INCREASING AND A GRAVE 








It is increasing because we are all becoming specialists and are losing our earlier economic independ- 
ence. It is increasing; too because of the strenuous nature of modern 
life. It is grave because our defense against it is limited. 





Under the existing social prograinme, our individual and family necessities are covered through 
that universal medium of exchange called MONEY. This is a relatively new programme. 

Some of our grandmothers knew how to spin, to knit and to weave; some of our grandfathers 
raised flax and wool, tanned leather, made their own foot-gear, and built their own houses. Under such 
conditions little money was used or needed. Each family then produced and manufactured a large pro- 
portion of the necessaries of life. A few do that still. Down in the mountains of Kentucky the women 
still know how to spin and weave. If under such circumstances people have less, they are more inde- 
pendent than those in richer communities, and they are less affected by the ups and downs of business 
and by personal misfortunes. They live their lives less in terms of money and more in terms of 


Our people as a whole have for a century and a half been growing away from that independent, 
self-supporting family life. The division of labor has been going steadily on until most of us do but 
one thing. We produce values of some kind, turn them into money, and with that money buy from 
others what we need. We manage our lives in terms of money. 

Few people in those early days were ever “out of work.” Those words had no terror for them; 
but to be “out of work” now for a few months means trouble for most of us and want for some. As 
we now live, an assured income is the great necessity. Since we must pay for most of the things we 
use—because they are produced by others—an income from some source is the only thing that stands 
between many of us (and our dependents) and actual want. 

While we are young and strong we can manage the income. But how shall we protect our depend- 
ents AND OURSELVES in case we are totally and permanently disabled? 

AND PERMANENT DISABILITY 


If the disability is, as a matter of fact, finally overcome, the policy, with no lien against it because 
of disability payments, has every value and right that it would have had, at that time, if the disability 
had not occurred, if all premiums had been paid, and if no money had been borrowed on it. It may now 
be continued in full force by the payment of premiums as before. 

If the disability is not overcome, the full face of the policy will be paid at maturity. 

Disability Benefits are as epochal in Life Insurance as Non-Forfeiture was when the New York 
Life (first of all the Old-Line Companies) adopted it sixty-three years ago; they meet industrial and 
social necessities: THEY PROTECT THE INSURANT. 

Beyond the benefits of loan and cash values, a strengthened credit and the moral consciousness of 
duty done, a policy of Life Insurance has not hitherto protected the insurant. The great purpose of 
the policy was to protect someone else after the insurant was dead. TOTAL AND PERMANENT DIS- 
ABILITY IS LIVING DEATH. The policy covers that and protects the insurant as well as the family. 


Ask a NEW YORK LIFE agent to show you a sample policy. 


NEW YORK LIFE INSURANCE COMPANY, 
DARWIN P. KINGSLEY, 


OF THE BREAD-WINNER UNDER OUR 
CIVILIZATION IS AN INCREASING AND A VERY GRAVE PERIL. ITS CONSEQUENCES ARE 
SOMETIMES MORE SERIOUS THAN THOSE THAT FOLLOW DEATH ITSELF. 


There is only one sure protection against this peril, where the bread-winner’s strength and pro- 
ductive ability represent the capital of the family. That protection is Life Insurance. If the bread- 
winner dies properly insured the policy produces an income. BUT under our present contracts, issued 
to Class A Risks only and for limited amounts, IF THE BREAD-WINNER HIMSELF BECOMES A 
BURDEN through total and permanent disability before age 60, the policy also covers that: it yields 
an immediate income of Ten Dollars monthly for each $1,000 of insurance carried, with no further 


PERIL 


President 
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Making Chart Of 
Interview Values 
ANALYSIS 





NOVEL OF WORK 





System Used By J. E. Williams of 
Seattle Reveals Strong and Weak 
Spots of Agents 





Every sales organization should have 
a very definite method of measuring 
the results of the salesmen’s work in 
such a way that these activities may 
pe analyzed and corrected if necessary, 
said J. E. Williams, manager at Seattle, 
Wash., for the Phoenix Mutual Life, in 
a talk before the Northwest sales con- 
gress. Unless the salesman makes a 
yery definite record of his work in the 
field, he says, it is difficult at the end 
of any given period for either the sales- 
man or his manager to arrive at any 
definite conclusion as to the factors 
which have contributed to his success 
or failure. 

To meet this situation, Mr. Williams 
pas a chart which is used exclusively 
to measure the strength and weakness 
of the agent in the various steps of his 
gules and to record it in such a way 
that by group discussion with other 
salesmen and his manager, his faults 
may be corrected and his strong points 
strengthened. 

This chart covers the various essen- 
tial steps in the consummation of a 
sale and the salesman checks off in 
each square following the number of 
the prospect called upon, the progress 
which he has made on that case. When 
aman has completed the various steps 
on the chart, Mr. Williams explained, 
the agent is entitled to report on a 
weekly form a real interview. If the 
agent has failed to complete the various 
steps it is held that he has not made a 
complete sales demonstration. 


Most Closed on Second Call 

Mr. Williams says that he is practi- 
cally discouraged from following up on 
prospects which have been interviewed 
three times except that his agency does 
follow these up on their age change. 
The records of his agency show that 
the majority of cases are closed on the 
second interview and that the duration 
of the second interview is usually about 
forty minutes. 


Another important factor in the 
agents record of interviews is the 
definitely manifested interest on the 


part of the prospect. It is taken for 
granted that there is a definite interest 
when the client does a good part of the 
talking during,the interview or when he 
asks questions which indicate his real 
interest in the proposal as related to 
his needs. This, of course, cannot be 
done unless a man has secured the con- 
fidence of his client. For this reason, 
we have inserted the column “Secured 
Confidence,” and the agent does not 
consider that he has secured the confi- 
(ence of his client unless the client 
is willing to give him definite informa- 
tion as to the amount of insurance car- 
ried, plan, companies, age of benefici- 
aries, ete., which are essential to the 
presentation of any sort of a definite 
life insurance program. 


Interview Values 


An analysis of the interview values 
of six agents given below is interest- 
Ing: 


Agent 1921 1922 
te ee eee $1.93 $11.42 
Pe ith BR ck Ns oe 2b he 2.69 9.51 
«SAT ee ee 1.50 5.74 
DY CRPSt YOK) <5 6. ccc'eccee coos 2.12 
E (first year)..........05 cess 1.80 
isk di ieuoheenaceeess 1.97 10.86 


These men were making better than 
the average life insurance man before 
they adopted this system of self-analy- 
818 and they were reporting on an av- 
erage of 20 to 30 interviews a week. 
Since we have more specifically defined 
what shall constitute a real interview, 
the average number of interviews re- 
ported runs about two a day. 

During the year 1921 the first man 


shown, indicated by the letter A, 
showed an interview value of $1.92 and 
he was reporting about 30 interviews 
per week. For the year 1922 his inter- 
view value was $11.40 and he averaged 
ahout 244 interviews per day. The 
values referred to in this chart are on 
the basis of actual paid for business 
and not on written applications. You 
will note that the other men show rela- 
tively increased values and while the 
interviews of 1921 and 1922 were inter- 
views of entirely different descriptions, 
we are not so vitally concerned about 
that so long as the men show under 
this self-analysis system a definite in- 
crease in production and a definite in- 
crease in income. 

The first man referred to, shown as 
A on the chart, reported approximately 
$5,000 in paid premiums during the year 
of 1921 and during the year of 1922 his 
paid premiums were a trifle over 
$11,000. 

Mr. Williams said that the criticism 
las been made that such a system as 
his might be all right for new agents 
but would not be applicable to agents 
who have established their methods by 
experience. 

“To refute this sort of logic, I refer 
you to the last man shown on this 
chart,” said Mr. Williams, “who is not 
connected with our local organization. 
He is located in a small city of about 
20,000, he is 72 years old, has been in 
the life insurance business for about 
ten years, and during the past two 
years has materially increased his in- 
come by following a definite program 
and a change in method in sales pres- 
ertation. Last year his interview value 
averaged $19.98 and his paid for vol- 
vme of business was approximately 
£200,000. His son is in this audience 
today and will verify my statements. I 
might say to you that this 72 year old 
youngster operates almost entirely in 
rural communities.” 


FRENCH LICK CONVENTION 





Penn Mutual Life Regional Meeting: 
President Law One of the 
Speakers 





The humanitarian aspects of life in- 
surance, the things that an insurance 
salesman can give to his clients in 
addition to the policies which he writes 
for them, and the necessity for closer 
ties of interest and better understand- 
ing between the salesmen and the in- 
surance companies, were what was 
most stressed at the Mid-West regional 
convention of the Penn Mutual Life 


Insurance Company which closed a 
three day meeting at West Baden 
Springs Hotel on October 2. Salesmen 


must feel, it was! agreed, that life in- 
surance is an integral part of the so- 
cial and economic life of today, and 
that they are dealing in a _ business 
where the intrinsic worth of the policy 
sold is far greater than the actual 
money value of the transaction. 

The personal side of life insurance 
the need of friendly relations between 
salesmen and their clients, among 
salesmen themselves, and between 
salesmen and the companies was pre- 
sented by Stewart Anderson, head of 
the editorial department of the compa- 
ny. Mr. Anderson talked at the ses- 
sion Wednesday morning, which was 
the closing session of the convention, 
taking as his text, “The house by the 
side of the road.” 

The agents of the Penn Mutual were 
welcomed at the opening session Mon- 
day by William A. Law, president, who 
told how much he appreciated the bet- 
ter acquaintance with the men who 
were representing the company in the 
field. 

Some experiences in dealing with 
prospects were told by Ralph Humph- 
reys of Philadelphia, and Harry S. 
Goldie, of Minneapolis, both of whom 
believe thoroughly in the value of per- 
sonal equation in the development of 
prospective customers.. 

Legislative influence of the present 
time was discussed by E. Paul Hut- 
tinger, who showed how the present 
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Completes Four-Score Years of Public Service 


THIS YEAR 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 





This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


Eightieth Business Year 





1923 




















INDIANAPOLIS, INDIANA 


Rsteblished 1899 








American Central Life 


Insurance Company 


All agency contracts direct with the company 


Address: 


| HERBERT M. WOOLLEN, President 


: 














tax laws aided 
of insurance 
osition. 

The importance of developing the 
country districts was told by Victor J. 
Ryan, of Springfield, Ill., who said that 
in many parts of the country the rural 
sections were almost virgin fields, and 
that opportunities| were legion for the 
salesmen who knew how to go after 
this business. 

Many enthusiastic golfers were num- 


and abetted the 
as an investment 


sale 
prop- 


bered among the officers, superinten- 
dents and salesmen who were at 
French Lick and notwithstanding 


threats of rain on the first day of the 
meeting the golf tournament arranged 
went through to the finish like a pro- 
fessional meet. The ladies were well 
cared for by Mrs. Ralph Humphreys, 
of Philadelphia, who was hostess and 
who arranged a_ bridge tournament, 
motor trips and dancing parties for 








$30,046,105. 








Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was 
the first American legal reserve life insurance company to 
pay cash dividends. For more than seventy-five years it has 
consistently made dividend returns to policyholders, and, 
except for an occasional slight decrease in schedule, has 
maintained an upward trend in its returns. 

In 1922 the Company paid in dividends to policyholders 


The Mutual Life Insurance Company 
of New York 
| 34 Nassau Street, New York City 


their entertainment. 





Its dividend scale for 1923 was increased from 7 to 10% 
(according to plan and age), and it has set aside for 1923 
dividends to policyholders $32,832,839, equalling about 34% 
of the amount of 1922 premium receipts. 


For terms to producing Agents address 
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EVOLUTION IN FIRE INSURANCE 


A determined effort is now being 
made to save the Reinsurance Bureau 
of New York City. At a meeting of 
members on October 9th at the Wal- 
dorf-Astoria a committee was ap- 
pointed with that end in view. Th?2 
meeting followed an announcement 
that on November 7 the Reinsurance 
Bureau would stop ‘operations, (ex- 
cept the routine of caring for liability 
on its books.) 

The announcement came something 
as a shock to many in the fire insur- 
ance business, but not to those who 
saw the Bureau grow into a powerful 
engine and then slow down by resig- 
nations and curtailment of participa- 
tion. The announcement really marks 
an evolution in the business. 

Howard De Mott, who had been an 
assistant fire insurance manager in 
Chicago, an agency production man- 
ager for New England and Canada, and 
secretary of a company organization, 
(The Eastern Union), thought up the 
idea of the Reinsurance Bureau at a 
time when a pooling of company re- 
sources to meet a reinsurance exigency 
seemed imperative to many. The idea 
went over. Starting in July, 1911, with 
no business the Bureau grew until at 
its peak a few years ago there were 
seventy-two members, a_ $12,000,000 
premium income, and combined as- 
sets of company strength totalling 
$700,000,000; in other words, the larg- 
est reinsurance unit in the world. The 
open line for a member was as high 
as $25,000 on an ordinary risk to $50,- 
000 on a sprinklered or fireproof risk 
subject to one fire. The Bureau was 
well-managed; with a large and com- 
petent clerical organization which 
eventually handled hundreds of thous- 
ands of items. 

That was the situation at the peak. 
Then the changes in fire insurance ad- 
ministration manifested themselves 
with greater clarity. The competi- 
tion among leading companies for bus- 
iness evinced itself in absorption of 


other companies. There followed the 
tremendously increased carrying cap- 
acity of certain offices which became 
the center of important groups of com- 
panies, Many lines which formerly 
filtered through to reinsurance chan- 
nels were carried net by being dis- 
tributed to various companies in the 
‘group. The formation of the Re Insur- 
ance Clearing 
members 


a number of 
are also members of 


House, 
whose 
the 

other 


Reinsurance Bureau, caused an- 
filtration. Treaties 
with Lloyds helped take other reinsur- 
ance away from this country. Then, 
too, the allegation has repeatedly been 
that the net carrying strength 
of company groups grew to such a 
point that the better part of the risks 
was retained while the less desirable 
part went to reinsuring channels. 
students of the business main- 
tain that under the new conditions 
underwriting at the agency end began 
to fall into disuse alleging that agents 
treated their production from the bulk 
viewpoint, dropping everything into 
the company net on the theory that 
it would find a place for the risk, good 
or bad, either by direct writing or by 
reinsurance of the substandard end. 
In other words, that the old-style “un- 
derwriting agent”— the man who prid- 
ed himself on selection of risk was 
becoming more and more rare. The 
statement is made that about 75% of 
the business written in this country is 
controlled by groups and that the loss 
ratios of the reinsurance companies 
is climbing. 


division of 


made 


Some 


All of these factors entered into the 
decline of the Reinsurance Bureau. 
With the recession of the 1920 pros- 
perity wave cancellations from compa- 
nies became heavy and the income 
went down. At the same time the 
moral hazard began to show itself. The 
situation thus grew unsatisfactory and 
the handwriting on the wall was seen. 

Reinsurance did not really grow into 
prominence in this country until af- 
ter the San Francisco disaster. At the 
start it provided excess lines in order 
to avoid agency disturbance. There 
a fair distribution or participa- 
direct writing and treaty compa- 
nies sinking or swimming together. 
The premium income about the time 
of the San Francisco fire for the treaty 
companies was about $10,000,000. That 
disaster started reinsurance on its way 
to wide expansion. At the same time, 
however, companies began to conserve 
excess for their own uses through “Of- 
fice Accounts” which led to a practice 
of making a special selection of ceded 
business, such accounts getting clas- 
ses which are profitable. Then came a 
lowering of the treaty average of profit- 
able risks. Good experience with Of- 
fice Accounts paved the way for the 
organization of satellite companies or 
buying new companies. The group sys- 
tem blossomed into full bloom. The 
commission allowance made by reinsur- 
ance facilities is from 214 to 5% high- 
er than 1906, while the grade of ces- 
sions is not so good, as has been stat- 
ed. 

The World War brought a new lot 


was 
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ARNOLD RIPPE 





WILLIAM H. 


‘ 
SPIEGELBERG 





Arnold Rippe, president, and William 
H. Spiegelberg, secretary, are still re- 
ceiving congratulations upon the suc- 
cess of the annual meeting of the New 
Jersey Association of Underwriters. 
The meeting played to standing room 
only and at the luncheon were more 


than 200. Mr. Rippe has been a local 
agent in Jersey City for twenty-two 
years. Before that he was with George 


A. Bell & Son, New York. Mr. Spiegel- 
berg, who is manager in Jersey City of 
Joseph M. Byrne & Company and who 
is a director of that corporation, joined 
their services seventeen years ago. 
Before that he was in partnership with 
John A, Lynch in a Staten Island local 
agency. 

This is a list of the visiting insur- 
ance men who were introduced to the 
New Jersey agents by President Rippe, 
at their luncheon: 

J. Lynn Truscott, president, Camden 
Fire; M. FE. Jewett, president, Royal In- 
demnity; Nelson D. Sterling, vice-presi- 
dent, Fidelity & Casualty; Bayard P. 
Holmes, Hooper-Holmes Bureau; A. G. 
Martin, manager, Northern Assurance; 
C. A. Nottingham, manager, Liverpool 
& London & Globe; C. R. Perkins, as- 
sistant manager, North British & Mer- 
cantile; Hart Darlington, United States 
manager, Norwich Union Fire; Neal 
Bassett, president, Firemen’s of New 
Jersey. 

A. R. Monroe, president, Newark 
Fire; F. H. Kingsbury, vice-president, 
Globe Indemnity; A. H. Hassinger, sec- 
retary, Firemen’s Insurance Company; 
John A. Griffin, vice-president, Fidelity 
& Deposit; Vincent L. Cullen, New 
York manager, Fidelity & Deposit; Wil- 
liam Quaid, vice-president, Continental; 
George A. Clarke, secretary, Continen- 
tal; H. S. Young, metropolitan manager, 
United States Casualty; William Leslie, 
manager, National Council on Work- 
men’s Compensation Insurance; Wil- 





of companies, and companies found it 
easier to place substandard business. 
This has been reflected in loss ratios. 

The future trend of reinsurance will 
be watched with keen interest. Some 
unusually able and clever men are di- 
recting the affairs of the reinsurance 
companies themselves, and those who 
know them, their resources and ingen- 
uity, believe that they will be able to 
solve the problem, 


liam assistant manager, 
Royal. 

Jesse S. Phillips, manager, National 
Rureau of Casualty & Surety Under. 
writers; B. M. Culver, vice-president, 
Niagara; James G. Maconachy, secre- 
tary, Niagara; P. W. Clark, general 
agent, Insurance Company of North 
America; C. F. Enderly, general agent, 
Insurance Company of North America. 

Sumner Rhoades, manager, New York 
Fire Rating Organization; William F. 
Russell, manager, General Adjustment 
Bureau, New Jersey; C. S. Conklin, sec: 
retary, Assurance Company of Amer. 
ica; M. L. Heide, vice-president, Import: 
ers & Exporters; John F. Gilliams, vice- 
president, Camden Fire; William Mor. 
rison, assistant secretary, Hanover; 
T. J. Grahame, resident vice-president, 
Globe Indemnity; R. C. Alton, superin- 
tendent of agencies, National of Hart: 
ford; T. R. Fleming, manager, conser. 
vation department, National Board of 
Vire Underwriters; Leon A. Watson, 
New Jersey rating expert; Frederick 
Hoadley, secretary, American _ Insur 
ance Company; Franklin W. Fort, presi: 
dent, Eagle Fire. 

* ~ ~ 


Mackintosh, 


Rupert Fry, president of the Old Line 
Life of Milwaukee, won the right hand 
column, first page of the ‘Wisconsin 
News,” of October 3, with an article on 
optimism. It was well written and 
gave some valuable philosophy of cheer: 
fulness. 

* * & 

Mrs. O. D. Atkins, insurance sales 
woman of Birmingham, Ala., is featured 
in the October number of “The Busi 
ness Woman,” a magazine published in 
New York City. 

o * * 


Robert P. Phipps, head of the check 
alteration-forgery work of the Maryland 
Casualty, who has been sick for the 
past seven months, is now back at his 
desk. 

*¢e 

Arthur P. Wilmer, general agent at 
Richmond for the Life Insurance Com: 
pany of Virginia and British vice-constl 
in that city, has returned home much 
refreshed after a summer spent in tour 
ing the British Isles together with Mrs. 
Wilmer and their daughter, Miss Elise 
Wilmer. 

* * * 


John L. Scamman has been appoint 
ed an agent of the Union in Portland, 
Me. 
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Royal Exchange Assr. 
Leaves Eastern Union 


TO 





ASKED RECONSIDER | IT 





Believed to Be Based on Failure of 
Some Other Members to Observe 
Obligations 





The Royal Exchange 
company more than two hundred years 
old and one of the most conservatively. 
managed in America, has resigned from 


Assurance, a 


the Eastern Union. The resignation 
was made since Manager Connew, 
of the head office fire insurance de- 


partment, London, came to this coun- 
try. It is understood that the Eastern 
Union has asked the Royal Exchange 
Assurance to 


reconsider the resigna- 
tion. 
At the offices of the company no 
statement would be made, but from 


other sources it is understood that its 
reason for retiring from the company 
erganization was dissatisfaction with 
the manner in which certain companies 
are alleged to be violating Eastern Un- 
ion obligations in cities where compe- 
tition is particularly keen. In fact, one 
informant of The Eastern Underwriter 
said that the struggle for business is 
reaching a crisis which will make some 
sort of a showdown a necessity. Fur- 
thermore, that the situation is not at 
all geographical and confined to the 
East, but there are spots in Western 
Union territory which must be reform- 
ed if the business of fire insurance is to 
be saved or if the companies want to 
keep the insurance departments from 
adding to their supervisory jurisdiction. 

A View of Commission Situation 

“During the war there was a buyers’ 
market in fire insurance,” said this in- 
formant, “with demand for coverage in 
excess of the supply. Despite line in- 
creases new companies sprang. up. 
Then came the cut in income, trans- 
forming the situation into a selling mar- 
ket. Besieged with requests for repre- 
sentation and for more business, agents 
listened to the highest bidder, with the 
result that 35% commissions for extra 
preferred business are not unknown, to 
say nothing of contingents. There 
must be a stop to this. In some cities 
agents are killing the goose that lays 


BREED TO HOME OFFICE 

L. C. Breed, who has had charge of 
the field in New York State for the 
National of Hartford, and is a widely 
known and popular production man, 
has been promoted and transferred to 
the Home Office with the title of Gen- 
eral Agent to aid Assistant Secretary 
Roulet in automobile business super- 
Vision. Special Agent Wind will as- 
sume full jurisdiction in Hastern New 
York, with headquarters in Albany; and 
Special Agent Paddon in Western New 
York with headquarters in Rochester. 





| Fire Insurance Department 


the golden egg and some companies are 
playing the role of geese.” 

In the Western Union territory St. 
Louis is held up as the horrible exam- 
ple. In Eastern Union territory it is 
Rochester, where the salaried agent rep- 
resenting a single company has over- 
turned the system of compensation 
there, kept some companies out of the 
income they are entitled to receive and 
caused widespread dissatisfaction. 
Knowing what is taking place in cas- 
ualty insurance on the subject of ac- 
quisition cost the fire insurance busi- 
ness should put its house in order. 

The Royal Exchange resigned from 
the Reinsurance Bureau more than a 
year ago, the Factory Association sev- 
eral years ago, and the Clearing House 
at the end of last year. 





AGENTS ENDORSE NEWARK PLAN 





In Letter To Pres. Bailey, of American, 
Agents Pledge Cooperation and 
Support For Agreement 





A letter signed by forty-two Newark 
agents, endorsing the proposed new 
agreement to place fire insurance condi- 
tions on a more satisfactory basis in 
that city and pledging the support of 
the agents, has been sent to President 
C. Weston Bailey, of the American of 
Newark, who was chairman of the re- 
cent meeting. The letter follows: 

“We, the following agents of Newark, 
desire to call to your attention and to 
the attention of all companies doing 
Lusiness in this city, particularly those 
who have failed to sign the amended 
agreement as submitted at the previous 
meetings of the Fire Insurance So- 
ciety, to the fact that we are in hearty 
accord and sympathy with the provi- 
sions of the new agreement. 

“We have seen violations of almost 
every rule under the present agreement 
to our mutual disadvantage. The re- 
sponsibility for this condition may be 
divided between certain companies and 
certain agents. We appreciate that 
the unlimited multiple appointment of 
agents for the same company in this 
territory is very closely related to the 
puyment of excess brokerage commis- 
sions. 


“We feel that the time has come 
when the business in this state, and 


especially in this county, must be put 
upon a sound basis. We are not anx- 
ious to have the state legislate affect- 
ing either the rates or commissicns, but 
we greatly fear that such will be the 
case if something is not done at once. 

“We are prepared to do our share in 
Lringing about the desired result, and, 
therefore, petition you, and especially 
the companies who have failed to sign 
the new agreement, to do all in your 
power to purify the company position 
in Newark with the assurance that at 
least the agents signing this communi- 
cation will give their honest support 
and pledge their best endeavor to see 
that its conditions are enforced and 
maintained.” 





—_— 





J. A. KELSEY, President 


Capital 
ONE MILLION DOLLARS 








GEORGE Z. DAY, Secretary 


STANDARD 


INSURANCE COMPANY 
OF NEW YORK 


Surplus 
ONE MILLION DOLLARS 


Head Office: 45 John Street, New York 
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| Representatives of this agency are men 
who are experts in insurance matters— 


—who know insurance and the sort of ser- 
vice Brokers require 


Use the 
phone 








for quick 
service 


3520 


—who have at hand unheard of facilities for 
Westchester county. 


Representing Forty-Five Fire and Casualty Companies 


KNOX, LENT & STEVENS 


INCORPORATED 
GENERAL INSURANCE 
White Plains 15 Court St. New York 


Successors to the Insurance Business of Tibbits, Prince & Ripley, Inc. 
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CHARLES HOYT SMITH 
OR 


MARSHALL & STERLING, INC. 
Poughkeepsie Trust Co. Building 
POUGHKEEPSIE, N. Y. 
Telephone 8271 


We pay Brokers liberal commissions and protect their accounts. 


We furnish insurance Engineering and Prevention Service gratis on 
Fire and Compensation risks. 


We write Fire and allied lines, Compensation, Liability and Automobiles. 


We represent fifteen of the leading Fire Companies and are General 
Agents for the Globe Indemnity Company. 
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Tourist Floater Risks 


Jewelry, Furs and Personal Effects covered 
against “ALL RISK” losses anywhere in 
the Wide World—Form broad and liberal. 


Particulars upon request. 


MARSH & MSLENNAN 


175 West Jackson Blvd. 
CHICAGO 
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ROSSIA INSURANCE COMPANY 
OF AMERICA 


FIRE REASSURANCE COMPANY 
OF NEW YORK 


AMERICAN FIRE INSURANCE 


CORPORATION 
OF NEW YORK 


UNION RESERVE INSURANCE CO. 
OF NEW YORK 


REINSURANCE 
HARTFORD, CONNECTICUT 
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Massachusetts Insurance Statutes 





Agency License Provisions 





By CLARENCE W. HOBBS 


There are two types of salesman in 
insurance—agents and brokers. Both 
require licenses from the Insurance 
Department in order to transact busi- 
ness. Both statutes give as the chief 
qualification that the appointee must 
be a suitable person. In other words, 
the Commissioner of Insurance has 
complete discretionary authority to ap- 
point or reject. The appointee must 
also have the intention to hold himself 
out and carry on business in good faith 
as agent or broker. An agent is ap- 
pointed on a written notice by a com- 
pany which statement should be ac- 
companied by a statement executed on 
oath by the appointee giving his name, 
age, residence, present occupation, oc- 
cupation for the five years next preced- 
ing the date of the notice and such 
other information as the Commissioner 
may require. All agents’ licenses term- 
inate on June 30th but are renewed on 
request of the company. 

A broker must be a resident of the 
Commonwealth or of a _ state which 
grants like privileges to residents of 
this Commonwealth, the broker differ- 
ing from the agent in not being a com 
pany representative. He is appointed 
on his own application, this application 
stating his name, age, residence, occu- 
pation and a statement that he intends 
to hold himself out and carry on busi- 
ness in good faith as an insurance 
broker and such other information as 
the Commissioner requires. It must be 
endorsed by three reputable citizens of 
the Commonwealth. A broker's license 
is for the term of one year. 


There is a special type of broker’s 
license for the purpose of transacting 
insurance in non-admitted compani?s 
to the extent permitted by law. Before 
receiving his license he must give 
bond to the State Treasurer in the 
penal sum of two thousand dollarg 
conditioned on his compliance with law 
and upon his making returns of the 
gross premiums for insurance placed 
by him, he being liable to pay taxes 
on such premium. 

In all cases the Commissioner has 
power to revoke or suspend licenses. 
It may be stated that there is a con- 
siderable amount of dissatisfaction in 
the insurance world as to the fact that 
agents’ and brokers’ licenses are is- 
sued very freely. In case of agents’ 
licenses the company must be held 
chiefly responsible. Ia case of brokers’ 
licenses of Insurance Department is the 
responsible party. It is, however, a 
difficult thing for the Department to 
devise a test which will furnish a real 
clue as to the suitability of a person to 
hold an insurance license. Doubtless 
a system of examinations could be de 
vised which would to some extent test 
the applicant’s knowledge of the in- 
surance law and of some of the prac 
tices of underwriting. This, however, 
is by far from being the sole necessary 
qualification of an agent. His char- 
acter and sense of responsibility are 
quite as important as his technical 
knowledge and these qualities unfor- 
tunately cannot be elicited by any form 
of examination. What the Department 
does do to control the situation is ac- 
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Incorporated 
1849 








SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 


ALWAYS include a SPRINGFIELD policy— 
“IT PAYS!” 


Cash Capital 
$3,500,000.00 

















complished through its power to re- 
voke or suspend licenses. The revoca- 
tion must be for cause but this cause 
is not of necessity connected with a 
breach of the laws, although undoubt- 
edly the Commissioner would hesitate 
to deprive a man of his means of liv2- 
lihood without some evidence of a 
breach of duty, legal or ethical. The 


most important breaches of legal 
duty are:— 

(1) Larceny of premiums. 

2) Violation of the law relative 
to rebates. 

(3) Violation of the law relative 


to twisting policies by means of mis- 
representation. 

(4) Dealing with unlicensed persons 
or placing business in a non-admitted 
company. 

The Department also feels itself en- 
tirely justified in revoking or suspend- 
ing licenses where the licensee has 
by his negligence caused one of his 


customers a financial loss or where he 
has been guilty of a breach of law of 
such a nature as to involve moral tur. 
pitude. It has on occasion declined 
to relicense a person where he has 
not held himself out in good faith ag an 
insurance agent or broker or where 
he has done so small an amount of 
business as to indicate the same re. 
sult. The control of the situation 
would best be obtained by a somewhat 
more vigorous scrutiny of applicants 
for licenses and permit a speedy action 
in case of violation of law. 





ALF WHIST HERE 

Alf Whist, formerly manager of the 
Norske Lloyd, and prominently known 
as one of the leading Scandinavian in- 
surance promoters, is visiting this coun- 
try. Other companies with which he 





was identified include the Norwegian 
Insurance Union and the Danish Rein- 
surance, now in liquidation. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Nea] Bassett, President 


A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


INSURANCE CO, 


of Newark, N. J 
Organized 1855 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities .. 


John Kay, Vice-Pres. and Treas. 


FIREMEN’S 


Capital ...$2,250,000.00 


9,004,301.01 
Net Surplus 4,436,386.20 





Policyholders Surplus, 
$6,686,386.20 





Total ....$15,690,687.21 


Henry M. Gratz, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Davis G. Vaughan, Secretary 
A. H. Hassinger, Secretary 
Welle T. Bassett, Secretary 


; THE 
Girard F. & M. 
INSURANCE CO. 


of Philadelphia 
Organized 1853 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$1,000,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities 2,665,678.50 


Net Surplus 1,110,233.48 


Total .....$4,775,911.98 


Policyholders Surplus, 
$2,110,233.48 














Nea] Bassett, President 
John Kay, Vice-Pres. and Treas. 
John A. Snyder, Secretary 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 
Organized 1854 
Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$ 600,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ... 


Net Surplus 


1,916,251.22 
945,537.10 


Total .....$3,461,788.32 


Policyholders Surplus, 
$1,545,537.10 














H. M. Schmitt, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Thos. A. Hathaway, Secretary 
A. H. Hassinger, Secretary 
Welle T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa, 
Organized 1866 

Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...$1,000,000.00 


Reserve Rein- 
surance J"und 
and all other 
liabilities ....  1,329,033.00 


Net Surplus 1,452,589.00 
Total As- 
sets ....$3,781,622.00 


Surplus to Policyholders 
$2,452,589.00 














LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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Urges Commissions _ 
On Contingent Basis 


STODDARD FAVORS NEW SYSTEM 





N. Y. Superintendent Declares Commis- 
sioners Will Vote on Plan Here; 
a Fire Prevention Aid 





One of the sensations of Fire Pre 
yention Week was the address of Sup 
erintendent of Insurance Francis R. 
Stoddard, Jr., on Tuesday evening he- 
fore the International Fire Prevention 
Congress in this city in which he an- 
nounced himself in favor of contingent 
commissions for fire insurance agents 
and further stated that an effort to 
replace the present system of paying 
agents with the contingent plan will 
pe made when the insurance commis 
sioners meet here in December. 


In my opinion, said Col. Stoddard, 
there will be real fire prevention only 
when the agent or broker placing the 
policy of insurance is financially in- 
terested in preventing fires. He stat- 
ed later in his talk that when the com- 
missioners hold their meeting at the 
Hotel Astor in December a resolution 
recommending contingent commissions 
for all companies will be considered. 
He expressed the hope that the conven- 
tion will vote favorably on the reso 
lution. The next step then will be to 
try to get all companies to put in 
effect an agreement between them and 
their agents. Statute regulations 
should be avoided if possible he con- 
cluded. 

“In order that you may understand 
the reasons for my statement. I shall 
set forth briefly the manner in which 
the fire insurance business is being 
transacted,” said Superintendent Stod- 
dard. 

Agents Indifferent On Risks 


“At the present time nearly all 
agents and brokers are paid a commis 
sion based on volume of business. It 
usually makes no difference what the 
moral hazard may be, premium vol- 
ume alone is the standard and every 
kind of ‘rotten risk’ may be unioaded 
on the company. The worse the risk, 
the higher the rate and the larger the 
commission. The greater the over-in- 
surance, the larger the commission. A 
risk may have its rate loaded with 
every kind of deficiency charge and be 
a poor moral hazard and yet we all 
know that insurance and over-insur- 
ance may be readily obtained. Some 
agents and brokers are said to force 
undesirable business on their compa- 
nies by threatening to withhold good 
business unless the company accepts 
some of what may be regarded as bad 
business. If there is a bad loss the 
agent or broker suffers no financial 
loss. A bad loss may be beneficial ad- 
vertising and may help the agent or 
broker to sell more insurance. There 
is not the slightest direct financial in 
ducement for an agent or broker to be 
interested in fire prevention. It makes 
no financial difference to them if fires 
burn provided their companies are fin- 
ancially able to survive, perhaps by 
raising rates. 

“I do not mean to convey the impres 
sion that agents and brokers are not 
among the foremost supporters of fire 
prevention. It is very much to their 
credit that many of them are. I only 
wish to convey the thought that under 
the present unscientific system it is a 
wonder that conditions are not worse. 
That conditions are not worse is un- 
doubtedly due to the loyalty and high 
ideals of many of the agents and brok- 
ers. 

Too Much Over Insurance 


“Over-insurance results largely from 
the fact that there are too many agents 
and brokers. Any person applying for 
an agency may be made an agent pro- 
viding he can produce any business. 
Thereby a field that will give a good 
living for a few agents is made to give 
& poor living for many and the agent is 
sometimes tempted to over-insure in 


——— 
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CASH CAPITAL 
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TIMELINESS 


There is probably no other business or 
industry where timeliness in selling effort 
plays as prominent a part as in fire insurance 
and its allied lines. 


The successful insurance agent follows up 
every fire with sales of new fire insurance 


p< licies. 


By the same token he is awake to every 
local or national happening that can be con- 
strued as a lesson carrying with it the need 
for insurance, 


Take advantage of every such opportunity. 
There is no lack of them. 





THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 











Fire and Lightning, Automobile (Complete cover in Combi- 
nation Policy), Earthquake, Explosion, Hail, Marine (Inland 
and Ocean), Parcel Post, Profits and Commissions, Rain, 


Registered Mail, Renta Rental Values, Riot and Civil Commo-. 


tion, Sprinkler Leakawe, Tourists Baggage, Use and Occu- 
pancy, Windstorm. 





STRENGTH REPUTATION SERVICE 

















order to increase his commissions. 

“Under the present unscientific man- 
ner of doing business, fire insurance 
companies find unprofitable, many 
agencies to which large amounts of 
money are being paid in commissions. 
A leading fire insurance executive told 
me the following: He had an agency 
that was unprofitable. He went to the 
agent and asked him to state the larg- 
est amount that he had ever earned 
In any year. The agent replied that 
$10,000 was the most that he had ever 
earned. The executive asked him if he 
would consider a contract according to 
the terms of which the agent would 
receive a flat annual commission of 
$10,000 plus a _ contingent commis- 
sion based on the profits of the busi- 
ness turned in by the agent. As a re 
sult the agency instead of being un- 
profitable became very profitable. The 
agent eventually earned many times 
what he had been originally receiving 
and the company, instead of a loss 
each year, made a very large profit. 
Reasuns For Contingent Commissions 

“The lesson is not difficult to find. 
The fire bug will not be able to ob- 
tain insurance; over-insurance, one of 
the greatest causes of dishonest fires, 
will be largely ended; fire traps will 
not be able to be insured and will 
therefore, be eliminated when every 
agent is made to learn that every bad 
moral hazard risk he writes may be 
“money out of his own pocket.” If 
the companies should pay the agent 
a flat commission and then pay him 
an additional contingent commission 
based on the profits from his agency, 
every agent would try to prevent fires 
in his locality. The agent would be 
in effect a partner in tha business 
turned in by him. 

“It may interest you to know that 
the insurance commissioners of the 
United States will consider a resolu- 
tion recommending contingent commis- 
sions for all companies at the Decem- 
ber meeting of the Insurance Commis- 
sioners Convention. What their action 
will be, I will not attempt to state, but 
hope that the convention will declare 
in its favor. If the convention does 
decide in its favor, the next step will 
be to try to get all companies to put 
it in effect by agreement between them 
and their agents. Statute regulation 
should be avoided if possible. 





COLLEY NOW AN AGENT 





Well-Known Special In New England 
Joins Randall, McCarthy & 
Co., Boston 





Ralph H. Colley, one of the most en- 
terprising and able of the New Eng- 
land field men, has been made a part- 
ner of Randall, McCarthy & Co., Bos- 
ton, and will be vice-president of that 
corporation. The son of an insurance 
man he was in the Trenton stamping 
office; then went with the Home; then 
to the Newark Fire; and in 1914 was 
made a special agent and transferred 
to New England. He joined the Penn- 
sylvania Fire in 1919 as special for 
Eastern Massachusetts and Rhode Isl- 
and. Randall. McCarthy & Co. are 
twenty years old. 





GET INDIANAPOLIS BUILDING 

Announcement is made that the 
property at 1709 N. Meridian Street. 
Indianapolis, has been purchased by 
the Federal Underwriters, which com- 
pany is attorney-in-fact of Federal 
Automobile Insurance Association and 
managing underwriters of Federal 
Savings & Insurance Company and 
Federal Mutual Life Assurance Com- 
pany. 





The Glens Falls has appointed Wal- 
lace Reid & Co., Inc.. as New York City 
agent of the Commerce of Glens Falls. 
It will be recalled the Glens Falls re- 
cently acquired control of the Com- 
merce. The Wallace Reid office rep- 
resents more than a half dozen strong 
fire insurance companies and has ex- 
cellent facilities for handling large 
lines. 
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Excellent Talks At 
Prevention Congress 


ALL IN POPULAR 


Public Privileged to Listen to Nation’s 
Leading Authorities on Fire 
Prevention 


LANGUAGE 


As this edition goes to 
press New York City is 
making the most gigan- 
tic and spectacular effort 





in its history to teach 
the lesson of fire pre 
vention to the general 
public. Never before 
has Fire Prevention 
Week taken the hold 
that it has this year on 
important men and organizations of 
many varieties who are increasingly 
cognizant of the truth that con 
trol of this nation’s tremendous fire 


waste is in the public’s hands and no- 
where else. Starting several years 
ago solely with the support of fire in- 
Fire Prevention 


surance companies, 
Week and fire prevention campalgns 
now enjoy the unqualified support of 


the leaders of the nation and of indus 
try, and of a host of commercial or 
ganizations. President Coolidge issued 
a proclamation setting Tuesday aside 
as Fire Prevention Day. 

This week the above facts are crys 
tallized in the International Fire Pre 
vention Congress and Exposition being 
held in New York City at the TIst 
Regiment Armory. Park Avenue and 
Thirty-fourth Street. Upon the floor of 
the armory safety methods and mate 
rials are shown to the public. A de 
tailed account of the exhibition will 
be found in other columns of this edi 
tion. 

In addition to the exhibits there are 
five afternoon and six evening sessions 
of the Congress at which a number of 
the world's leading authorities are un 
dertaking to explain in popular lan- 
guage the results of their experience 
in many forms of fire protective work. 
Never before has such an amount of 
authoritative knowledge of one of the 
nation’s greatest problems been 
brought together. 

The International Fire Prevention 
Congress opened Monday evening with 
an address of welcome by Murray Hul- 
bert, Acting Mayor of New York City. 
Frederick H. Ecker, chairman of the 
executive committee of the New York 
Chamber of Commerce, and first vice- 
president of the Metropolitan Life, pre- 
sided. Julius H. Barnes, president of 
the Chamber of Commerce of the Unit- 
ed States, and a staunch supporter of 
and energetic work for, fire prevention, 
made the opening address. talking on 
the relation of fire prevention and na- 
tional prosperity. Peter G. Spence, 
chief of the bureau of Fire Prevention 
of New York City, followed with a 
long talk. The session closed with a 
special message from Samuel Gomp- 
ers, president of the American Federa- 
tion of Labor, on “Labor’s Natural In- 
terest in Fire Prevention.” Labor is 
beginning to realize, according to Mr. 
Gompers, that the tremendous fire los 
ses annually in this country are a men- 
ace to prosperity and the national wel- 
fare. 

Public Pays For Fire Losses 

Franklin H. Wentworth, secretary of 
the National Fire Protection Associa- 
tion, dwelt on the incidence of fire los- 
ses in an address delivered Tuesday 
afternoon. It is not the insurance com 
panies nor some mythical source of 
funds that pays for the fire waste but 
the public itself. The thought of the 
people is confused he said, by the chan- 
nels through which the money flows, 
but after the public mind awakens to 
the realities of the case and compre- 
hends that each individual is taxed to 
pay for property destroyed by fire 
there will be greater interest in fire 
prevention. The public is in great need 
of education, Mr. Wentworth finds. 

J. F. Van Riper, branch secretary 


in New York of the Norwich Union 
Fire, described on Tuesday evening 
the relation between fire insurance and 


fire prevention. The fire insurance 
companies, he said, were not only the 
pioneers in the fire prevention move- 
ment, but also the chief supporters 
for many years of all work that was 
done, Through the Fire Prevention 
Committee of the National Board and 


the Underwriters’ Laboratories the 
cOMpanies are carrying on an aggres 
sive campaign to reduce fire hazards 
and thus lessen the great annual waste. 

In addition to the Laboratories. the 
companies are instrumental in furth- 
ering fire prevention, Mr. Van Riper 
said, in the following ways; they fur 
nish gratuitously to property owners 
advice that will make for safety and 
operate to lower the cost of insurance; 
work with states for the adoption of 
uniform fire marshals laws; work with 
municipalities for the adoption o, 
standard building codes; have a corps 
of trained detectives who are = con 
stantly investigating suspicious fires 
and running down the guilty; own and 
operate in twenty-one cities fire patrols 
and salvage corps that work in con 
junction with fire departments by pro 
tecting perishable stocks; are at pres: 
ent engaged in inspecting all state in- 
stitutions with a view to recommend- 
ing to the authorities changes and im- 
provements and are investigating the 
matter of dust hazard in grain eleva 
tors. All these activities are under- 
taken without any direct cost to our 
people. 

George Elliot, fire marshal of 
delphia, and H. O. Lacount, president 
of the National Fire Protection Asso 
ciation, also spoke the early part of 
this week on the respective duties of 
their organizations. A. R. Small, vice 
president of the Underwriters’ Labora- 
tories in Chicago, spoke Wednesday af- 
ternoon on the work of the laboratories 
in fire prevention work. 

Common Fire Hazards 

Many of the addresses took the form 
of educational lectures. intended to 
teach the public the fundamentals of 


Phila 


fire prevention and how to meet the 
most common fire hazards of the home. 
Dana Pierce, chairman of the electrical 
committee of the National Fire Protec- 
tion Association, enumerated several 
ways of guarding against electrical 
fires that are so prevalent. 

Advice against danger from 
ning was given by A. M. Schoen, of 
Atlanta, Ga., chief engineer of the 
South-Eastern Underwriters’ Associa- 
tion, at Wednesday’s afternoon session. 
Some suggestions looking into the pro- 
tection of human life would be he said: 

“Indoors is safer than in the open, 
and desirability is in the following or- 
der; (1) large metal or metal frame 
buildings; (2) large buildings of any 
kind; (3) rodded buildings; (4) unrod 
ded buildings.” 

KF. J. T. Stewart, superintendent of 
the New York Board of Fire Under- 
writers. gave some excellent advice on 
keeping tab on fire hazards, in a talk 
given Wednesday evening. In order to 
help persons to check up on conditions 
in their own homes or places of busi 
ness the National Board of Fire Under- 
writers has prepared three forms of so- 
called self-inspection blanks, specimen 
copies of which are distributed free of 
cost. One is intended for use in the 
home, another for mercantile estab- 
lishments, and a third for industrial 
plants. 

The dust explosion hazard was ex 
plained Wednesday evening in popular 


light- 


language by David J. Price, engineer 
in charge of development work of the 
Bureau of Chemistry, U. S. Depart- 


ment of Agriculture. Other prominent 
speakers the first part of the week in- 
cluded John Kenlon, chief of the New 
York City Fire Department; Hon. J. 
Grove Smith, Fire Commissioner of 
Canada. 
James L. Case Talks 

James L. Case, past president of the 
National Association of Insurance 
Agents, told on Wednesday , evening 
the part the local agent plays in pro- 
moting fire prevention. After relat- 
ing various ways in which local agents 





London & Lancashire Insurance Co., Ltd., 


OF LIVERPOOL, ENGLAND 





Law Union & Rock Insurance Co., Ltd., 


OF LONDON, ENGLAND 





Orient Insurance Company, 


OF HARTFORD, CONN. 





Eastern Department 
Hartford, Conn. 





Safeguard Insurance Company, 


OF NEW YORK 





Western Department 
Chicago, Ills. 


Pacific Department 
San Francisco, Cal. 








reduce hazards Mr. Case launched into 
a defense of local boards. 

“When an individual local agent 
combines his interests with another 
local agent, and they, in turn, with 
others, a local board is formed in the 
community in which they reside. Its 
efficiency, however, depends to a very 
large degree upon the unselfish service 
that it renders,” Mr. Case gaid. 

“It is exceedingly gratifying to know 
that in hundreds of communities jp 
every section of the country. such lo. 
cal boards do exist and have existed 
for many years and because they have 
instructed the public in matters per- 
taining to fire insurance and to fire 
prevention, losses have been materially 
reduced. They have also been able to 
interest Chambers of Commerce, Ro. 
tary Clubs, Lions and Kiwanis Clubs 
in discussions of insurance subjects 
and of community needs with particu- 
lar reference to fire protection. 

“A strong local board is a powerful 
factor in developing a civic conscious- 
ness. It is a real asset to any conm- 
munity and its field of service is al. 
most without limits,” 


POLICYHOLDERS TO FIGHT 





U. S. Mutual Automobile Insurance 
Company Assured Against 
Levy of Assessment 





Policyholders of 
Mutual 
pany 


the United 
Insurance 


States 
Automobile Com- 
of Bay City, Mich., which wag 
the hands of a receiver 
early in 1922 have completed the for- 
mation of a committee to fight against 
the 


thrown into 


payment of an assessment which 
has been levied against them. More 
than ten per cent of the insureds of 
the United States Automobile Insur- 


ance Company were residents of Grand 
Rapids. 

At a meeting of former policyholders 
held here today, a defense fund of 
$1,000 was raised to fight the receiver's 
suit against those who have failed to 
pay the assessment. 





R. Conneew, fire manager of the 
Royal Exchange Assurance, who is now 
on a visit in America, has left for Mon- 
treal to visit the Canadian branch and 
will later go to the Pacific coast. 


COMPANIES NOTIFY 
AGENT OF ARRIVAL 


(Continued from page 1) 
recognized that we have a problem to 
solve to get ahead with our productive 
work without sacrificing the benefits ac- 
cruing to us from your visits here. 

“We, therefore, have the suggestion 
to make that you give us as much ad- 
vance notice as possible not only the 
day of your proposed call, but also (to 
conserve our half days) of the hour at 
Which you plan to arrive at the office. 
This will give us an opportunity to stop 
you in case of our absence from the 
city or to arrange our other engage- 
ments to suit your convenience. Fre- 
quently it will be found that the lunch- 
eon hour can be used to advantage as 
less subject to interruption. 

“Hotel accommodations in Oil City 
are good, but crowded. A telegram 
addressed to the agency with a request 
for reservations will usually get better 
results than if sent directly to the Ar- 
lington Hotel. 

“Secretaries and managers are asked 
to transmit these suggestions to the 


field. 
“Assuring you a cordial welcome, we 
are,” ete. 





Geo. F. Kinback has been appointed 
special agent of the Rochester depart: 
ment cf the Great American for New 
York State, with headquarters in the 
McCarthy Building at Syracuse. 
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Hartford’s Animated 
Ads at Armory Show 


FEATURE OF EXHIBITS THERE 





“Red Plague” Posters on Stage in 
Booth; Underwriters’ Laboratories 
Have Important Display 


By far the most striking and orig- 
inal display at the National Fire Pre- 
vention Exposition and International 
Fire Prevention Congress, held con- 
jointly at the 71st Regiment Armory, 
‘4th Street and Park Avenue, New 
York City, this week, is that of the 
Hartford Fire, staged under the person- 
al direction of J. W. Longnecker, ad- 
yertising manager of that company. In 
the center of its booth is a stage on 
which a professional model continu- 
ously is animating that impressive ser- 
ies of “Red Plague” posters designed 
by Rene Clark, which have been ap 
pearing in “The Literary Digest” from 
time to time. 

With the aid of masks, a_ black 
shroud, “made-up” hands, a pair of art- 
ificial bare feet and other necessary 
paraphernalia, these life-size posters 
constitute a display so arresting as 
never to be forgotten even by the cas 
ual passer-by. Exact replicas of the 
“body” of these advertisements, enlarg- 
ed to a proportionate size, drive home 
the facts of the various lessons taught. 
The Hartford Fire is to be congratulat- 
ed on its unique contribution to the 
current campaign against the fire de- 
mon, which they are depicting, and 
his natural and powerful ally, the care- 
lessness of the American public. The 
rest of the Hartford Fire booth is filled 
with intriguing literature and_ photo- 
graphic lay-outs, each with a distine 
tive message for the people who 
throughout the week have been throng- 
ing the aisles of the Exposition. 
Interpret “Fire Prevention” To Laymen 

This, however is but one of a vast 
array of exhibits of enthralling appeal 
to anyone interested in any form of 
fire prevention and protection work. 
Indeed, the average insurance man 
who has dropped into the booth of 
The Eastern Underwriter for a chat 
about the show, invariably has express- 
ed wonder at the diversity of efforts 
which everywhere are being exerted 
for the reduction of our annual fire 
waste and of which he had hitherto had 
no knowledge. To say that the Exposi 
tion is an achievement would be to put 
it mildly. Certain it is, that it has 
opened the eyes of the visiting public 
to the menacing nature of fire and the 
magnitude of the work which is being 
carried on in opposition. 

Through gathering together in a 
comparatively small area graphic rep 
resentations of the various fire pre 
vention forces, activities, processes 
and products, which gradually are be- 
ing concentrated into a well-organized 
national campaign against the fire haz 
ard, the Exposition authorities tor the 
first time are visualizing this mighty 
work in a way intelligible to “the aver- 
age man” one hears so much about 
and who is the cause direct or indi- 
rect, of the preventable fires which 
year by year run up the total of the 
national toll. To quote from the Ex- 
Position program: 

“He is given a glimpse of the way 
in which science ig wrestling with the 
many problems involved, of the effort 
for education, for the promotion of 
sefety legislation, for the improvement 
of buildings, for the protection of for- 
ests, for the increase in fire-fighting 
efficiency and for the rendering of 
homes, factories, business buildings 
and public institutions immune from 
destruction. 

_ “He is shown that many of the lead- 
Ing manufacturers have invested mil- 
lions of dollars of capital in producing 
and marketing goods contributing to 
this general object. In particular he 
is shown how a vast, non-commercial 
technical and scientific organization. 
Underwriters’ Laboratories, has risen 








Why It Pays 





Representation of Norwich Union 
Companies carries with it an as- 
surance to your patrons and 
clients that they will receive 
satisfactory service in case of 
loss. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 


J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


of New York 
Incorporated 1806 


Hart Darlington, President 


J. F. Van Riper, Secretary 
75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President 
E. B. Thistle, Vice-Pres. & Secretary 
H. P. Jackson, Vice-President 


Fire, Tornado, Automobile, Sprinkler Leakage, Explosion, 

Rent, Use and Occupancy, Tourist Baggage, Riot and Civil 

Commotion, Liability, Burglary, Workmen’s Compensa- 
tion, Accident and Health, Golfers, Plate Glass. 


The Agent Who Seeks to Give Good Service 
Mast Himself be Well Served 


COMPANIES 











in response to the need for developing 
and certifying standards by means of 
a recognized symbol of safety.” 

The Fire Prevention Congress is a 
veritable university of theoretical and 
practical knowledge in the art and bus- 
iness of fire prevention. If a man, 
through concentration, could or would 
make even a fractional part of each 
exhibit, and each address a part of his 
own being, he well and _ justifiably 
might be granted a diploma as an ex- 
pert on fire prevention work. Any in- 
surance man who misses a_ personal 
visit to the Exposition is advertently or 
inadvertently committing a crime 
against himself and his business. 

Underwriters’ Laboratories’ Exhibit 

While the Hartford Fire’s exhibit is 
“the most striking and original,” there 
can be no doubt but that that of the 
Underwriters’ Laboratories is “the 
most important and elaborate.” Here 
in an imposing and carefully planned 
layout, are shown the more important 
of the thorough and standardized tests 
for which that organization has become 
famous. Through miniature working 
models, photographic displays and kal- 
eidoscopic slides, the visitor is given 
an intimate glimpse into the actual 
workings of the Laboratories, the var- 
ious means by which building mate- 
rials, protective devices alarm sys- 
tems, extinguishers and the thousand 
and one other things, which come un- 
der its Jurisdiction, are tried to de- 
termine their fire resistive and protec- 
tive merits. These exhibits are being 
shown and explained to the public by 
Vice President Dana Pierce, Vice Pres- 
ident A. R. Small, General Agent G. B. 
Muldaur ard the staff of the New York 
office of the Underwriters Laboratories. 

The National Fire Protection Asso- 
ciation and the National Association of 
Insurance Agents both are maintain- 
ing booths at the Exposition this week 
to explain to the public their part in 
the national campaigns which annually 
are waged against the fire evil as well 
as the day to day nature of their work 
in this direction. throughout the year. 
The N. F. P. A., too, is distributing 
much interesting and effective litera- 
ture and pamphlets some of which 
have proved their worth in other 
drives and some others which have 
been published especially for the cur- 
rent occasion. 

Among associations which are stag- 
ing interesting displays of their pro- 
ducts at the exposition are the Forest 
Service of the government, Motion Pic- 
ture Producers; National Automatic 
Sprinkler Association Johns-Manville, 
Inc., American District Telegraph Co., 
Mississippi Wire Glass Co., Pennsyl- 
vania Wire Glass Co., American [roning 
Machinery Co., Carbona Products Co 
Burnot Fireproofing Products, Ine., 
Sanborn Map Co. In the National 
Automatic Sprinkler Association head- 
quarters are the Automatic Sprinkler 
Corporation of America, Grinnell Co., 
Globe Automatic Sprinkler Co., Rock- 
wood-Aetna Sprinkler Co., H. G. Vogel 
Co. 

Harry Brearley, of The Brearley Ser- 
vice Organization, New York, is being 
given a lot of credit for the work he 
did in boosting the exposition, in furn- 
ishing many ideas and in general all 
round co-operation. 





IN BUSINESS FOR HIMSELF 
Edward G. Roberts, a fidelity and 
surety broker in the office of Hoover 
& Diggs Co., Pittsburgh, has gone in 
business for himself with offices in 
the Union Arcade. 





LARGER QUARTERS 
The “American Insurer,” published 
in New Orleans and edited by Louis 
Phillips, has moved to new quarters in 
the Caronlet Building in that city. 





Tracy & Company, Inc. have been 
incorporated in New York State to do 
an insurance business in connection 
with the docking and berthing of ships. 
The company has a capital of $5,000 
and begins with a paid in capital of 
$500. 
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Cheap Insurance 
Always Expensive 
IMPORTANCE _ IN 


ITS CREDIT 





“Credit Monthly” Devotes October 
Number to Insurance; List of 
Contributors | 





The “Credit Monthly,” published by 
the National Association of Credit 
Men, is given over in the October num- 
ber to insurance. 
are the following: 

Fire Insurance and Credit 
pers, written in 1898 and 1923, Geo, G. 
Ford. 

Educating the “Public —Fire 
tion Week, H. C. Brearley. 

Notes on Insurance by the 
William Walker Orr. 

Insuring the Key Man’s 
ence Axman. 

The Conscience of the Public—Can 
it be aroused against Incendiarism, L. 
T. Hussey. 

The Rationale 


Among the articles 


Two pa 


Preven- 
Editor, 


Life, Clar- 


of Insurance—Insur- 
ance should be a gamble for neither 
Insurer nor Insured, Henry Swift Ives. 

Credit Men Prevent Fires—-No others 
better qualified for work, Oscar Ven- 
able. 


Inspection for his Plant—Make your 


debtor guard against Fire, T. Alfred 
Fleming. 
Fire Inspection Bureaus-—Deserve 


backing of creditmen, C. Albert Gas 
ser. 

Improving a Concern’s Credit——Why 
it pays to take fire precautions, B. Al- 
fred R. Tilly. 

Yearly Fire Tax We All Pay—Use 
less Burden on Industry of $500,000,000 
Plus, J. F. Van Riper. 

Insurance and _ Fire 
Their importance to the 
William Gregg. 

In discussing cheap insurance and its 
effect on credit, Henry S. Ives says: 


Protection 
credit man, 


Cheap Insurance Expensive 

Cheap insurance may be _ obtained 
with the same ease as cheap shoes, 
but it never is better than the price 
paid for it, and often is expensive at 
any price. It matters not what sys- 
tem of insurance is to be patronized, 
or what kind of insurance is required, 
the first consideration should be qual 
ity and the second quality, and with 
these two in mind it easily may be de- 
termined whether the price asked is a 
fair one considering the quality and 
quantity of the contract offered. 

And it must be remembered that 
these factors are interdependent. 
Cheap insurance, insurance freely ad- 
vertised ‘at cost,” and insurance which 
the promoters declare is sold without 
“profit to capital” must of necessity be 
of inferior quality . and_ instfficient 
quantity or it could not be sold at a 
price less than that charged for in- 
surance which is universally admitted 
to possess the factors of quality and 
quantity to a superlative degree. 

It must be remembered that insur 
ance is not an ordinary commodity. 
With a manufacturer of cloth or hard- 
ware, responsibility ceases after the 
sale, except in so far as he may be 
called upon to replace defective mer- 
chandise. In case of insurance, the 
thing actually sold is the responsibility 
itself. Insurance policies are direct lia- 
bilities of the insurer, and the more it 
sells the greater the possibilities of ac- 
tual financial ruin, from which it is 
protected only by the law of chance or 
averages backed by adequate capital 
and reserves. And it is this law which 
the promoters of and participants in 
insurance “at cost” and other similar 
schemes often forget to their sorrow, 
for it is a law which cannot be long 
ignored and which needs continual 
watching. 
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| Seventy-five Years 
of Progress 


‘HE past seventy-five years have 
witnessed the transition from 
candle pouring device to the electri- 
cal genii of the modern housewife. 
Each phase of this remarkable de- 
velopment involved readjustment 
| of insurance practice--each advance 
| step required careful consideration 
| of increased or reduced risks. The 
| L. & L. & G. has always encouraged 
projects for the betterment of 
social and commercial conditions. 
By keeping pace with every devel- | 
opment, its progress has been anal- 
| ogous to that of the country it has 
| served since 1848. 
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Dust Explosion Hazard 
Affects 21,000 Plants 


SPECIAL MEETING IN BUFFAIg 








Values of Nearly Seven Billions of 
Dollars Imperiled; Committee 
Working on Problem 


According to David J. Price, chair. 
man of the Dust Explosion Hazarg; 
committee of the National Fire Prp. 
tection Association, which held a Spec. 
ial meeting at the Hotel Statler, But 
falo, October 1 and 2, there are noy 
more than 21,000 industries in the Unit. 
ed States at the present which are 
subject Ty the nature of their products 
to dust explosion hazards. The annual 





output of those plants amounts to more 
' 


than $6,750,000. 

The special committee meeting was 
held at the same time as the twelfth 
annual congress of the National Safety 
Council in Buffalo and was the re 
sult of investigations since the annual 
meeting of the National Fire Protec 
tion Association last May ait which 
time a report was filed with the com 
mittee recommending certain systems 
to prevent explosions in manufactur. 
ing various products where dust is 4 
hazard problem. The special report as 
a result of the recent meeting will be 
considered as an amendment and am. 
plification of the original report which 
will be taken up at the next annual 
meeting of the National Fire Protec. 
tion Association at Atlantic City. May 
1924. 

Committee members who attended 
the meeting were: Joseph J. Hubbell, 
manager of the Underwriters’ Grain 
Association, Chicago; B. S. Mace, sup: 
erintendent of Insurance, B. & O. Rail- 
road Co., Baltimore; S. E. Phillips. of 
the Spencer Turbine Co., Hartford, 
Conn.; Dr. W. P. Cutler, secretary of 


the American Association of Manufac- | 


turers of Products from Corn; G. F. 
Ewe of the Terminal Grain Merchants 
Association, Minneapolis; Edwin B. 
Rickets of the New York Edison Co. 
New York, and G. F. Butt, secretary 
of the John S. Metealf Co., Chicago. 





PENNA. AGENTS PROGRAM 





Morton, Lott, Mee, Bell and Bennett 
Among Speakers 0 Excellent 
List; Many Local Topics 





Refusing to be outdone by the In 
surance Federaition of Pennsylvania, 
which last spring held one of the finest 
state conventions in recent years, the 
rejuvenated Pennsylvania Association 
of Insurance Agents has prepared an 
excellent program for its meeting next 
Wednesday and Thursday at Wilkes 
Barre. Several big company men, int 
cluding John B. Morton, vice-president 
of the Fire Association of Philadelphia 
and ex-president of the National 
Board; Edson S. Lott, president of the 
United States Casualty and John L. 
Mee, vice-president of the National 
Surety Company, will speak. Mr. Mor- 
ton will speak on “Annexes and Un 
derwriters’ Agencies,” 

In addition to the above the Na 
tional Association of Insurance Agents 
will be represented by President Frank 
R. Bell and Secretary-Treasurer Wal: 
ter H. Bennett. Mayor Daniel Hart of 
Wilkes-Barre will deliver the address 
of welcome on behalf of the city. There 
will be three sessions of the convel: 
tion, one on Wednesday morning and 
two on Thursday. Wednesday after: 
noon will be taken up with a trip to 
Harvey’s Lake. 

One of the important questions to 
be discussed will be the position of 
automobile dealers as _ insurance 
agents. A. S. Galland will open the 
discussion with a short address. The 
credit evil and advisory boards are 
two other subjects that will be giveD 
special consideration. A get-together 
dinner and entertainment ‘will be held 
Thursday evening. 
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German Companies Do 
Well in Chilean Field 


SHARE ; SUPREMACY 





BRITISH 





Only Two American Companies Write 
Fire There; And Two Write 
Life 


While four American companies se- 
cure a very satisfactory share of the 
life insurance business of Chile their 
participation in the two other major 


lines—fire and marine insurance--is al- 
most negligible. Two write life and 
two fire. British companies, on the 
other hand, are firmly intrenched in 
these lines. They manage to collect 
from 15,000,000 to 20,000 000 pesos each 
year in the form of premiums and re- 
newals. This represents approximately 
20 per cent of the receipts of all compa- 
nies operating in this country. The 
strength of the British position is due 
chiefly to the presence of large and in- 
fluential British colonies, and the in- 
vestment of sizeable sums of British 
capital in various industrial and com- 
mercial enterprises. Many of the pri 
vate railway lines, nitrate plants, sheep 
ranches, packing houses and import 
and export firms are British-owned. In 
Valparaiso the commercial metropolis 
of the country, there are probably 20 
large British trading firms with branch- 
eg in all important commercial centers 
of the country, who import either for 
their own account or for their clients 
probably not less than one-third of all 
incoming merchandise. They naturally 
insure all their own merchandise and 
buildings with the companies which 
they represent. Furthermore the local 
British banks are often able to furnish 
valuable leads. These in themselves are 
quite important factors in swelling the 
incomes of British insurance corpora- 
tions. In competing for business from 
non-British sources they do not fail 
to stress the great financial strength 
of their principals, and this, together 
with the fact that the British firms 
have been operating in this field for 
upwards of fifty years, frequently de- 
cides prospects in their favor. 
The Seven German Companies 

The seven German companies inter- 
ested in Chilean insurance are also 
companies of great financial strength; 
like their British competitors, these 
insurance companies have been opera- 
ting here through large trading firms 
of their own nationality for several dec- 
ades. They still enjoy the active sup- 
port of the local German Colony but 
with the recent catastrophic fall of 
the mark, confidence in the financial 
resources of these Teutonic companies 
has been somewhat impaired, and it 
is understood that they are not book- 
ing business from non-German sourc- 
€s as easily as in pre-war days. 

Aside from the fact that both the 
German and British companies are 
able to count on the business of their 
respective colonies-something which 
the American companies cannot do, as 
there are very few Americans here,— 
they have no special advantage over 
other competitors. 

The Chilean companies are all com- 
paratively small; capital and accumu- 
lated funds of even the largest com- 
panies rarely reaches as high as 4,000 - 
000 pesos, and frequently less than half 
this sum. On the whole, the business 
of the local companies appears to be 
very profitable; very few of them dis- 
tribute less than 20 per cent per year, 
while during recent years six or eight 
of the larger companies have been able 
to declare annual dividends ranging 
from 25 to 40 per cent. 

All companies, native as well as for- 
eign, are treated alike under the law, 
both as regards taxation and supervi- 
Sion, and in all cases rates quoted are 
identical. There would seem to be no 
Teason why American firms should 
not be able to eventually secure a much 


larger percentage of the loeal ftre and 
marine insurance than they now enjoy. 
However, as there is considerable com- 
petition here the building up of a large 
clientele is fully as difficult as in the 
United States, and requires years of 
persistent efforts. 

Insurance operations in Chile are 
regulated by Law Number 1712 of Nov- 
ember 17, 1904. A summary of the 
salient features of this law is given 
herewith as of possible interest to Am- 
erican companies contemplating the 
establishment of agencies in this re- 
public. 


No foreign companies may legall« 
operate here without first having se- 
cured the express authorization of the 
President. 





WHEN YOUR HOUSE BURNS 

John L. Buckner, agent, Decatur, Ar- 
kansas, placed an original advertise- 
ment in the Decatur Herald a_ short 
while ago. 

“When your house burns,” says the 
first line, “will you have insurance and 
comfort or loss and poverty?” 





K. S. Ramchandra Iyer, secretary of 
the Jupiter General Insurance Co., Ltd., 
of Bombay, is visiting New York. 








INOORPORATED 172% 


Royal Exchange Assurance 


LONDON, ENGLAND 


United States Branch EVERARD C. STOKES 
83 Maiden Lane, New York United States Manager 




















1871 1923 


Fifty-Two Years—Time Tested 


SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in. the agency field. 


Total Assets $3,806,949 
$800,000 Capital Policyholders Surplus $1,514,962 














HENRY EVANS 


CHICAGO 





“--against fire and lightning--” 


It is sometimes difficult to find a reason for adequate fire insur- 
ance coverage on so called fire-proof buildings. But—remember 
the Lightning Hazard! 


In 1921 lightning was responsible for three percent of the 
total fire loss of nearly four hundred millions of dollars. It respects 
no class of construction, and no section is immune from its unex- 
pected and destructive flashes. 


Perhaps this is a selling point you’ve overlooked. Remember 
it when soliciting on under-insured property. Doesn’t it dispose of 
the statement: “Why, this building is fire-proof—I don’t need addi- 
tional insurance”? 


The Continental Insurance Company 
Eighty Maiden Lane, New York, N. Y. 


Chairman of the Board 


Cash Capital, Ten Million Dollars 





Ask the Continental “Special” 


NORMAN T. ROBERTSON 
President 


“AMERICA Fore” 


MONTREAL SAN FRANCISCO 
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Harrison Law On 
Auto Adjustments 


CRITICIZES SOME APPLIANCES 
Points Out Faults in Four Wheel 
Brakes, Locking Devices, Bumpers 


and Disk Wheels 

Tlary ison Law, of Nutley, New Jersey, 
an adjuster and publisher of rates, sched- 
ules and other statistical matter, has had 
several years experience dealing with 
automobile losses. In the article that fol- 
lows written for The Eastern Under 
writer, Mr. Law gives his views on the 
efficiency of certain automobile 
ws that are supposed to reduce 
of loss or damage 


Recently one of the companies came 
forward offering a reduction in collision 
rates where the cars were equipped 
with the new braking device on the 
four wheels, and before the device is 
proven either a success or a failure 
from the underwriting standpoint a gen- 
eral reduction was considered by the 
Conference. We who have followed the 
conditions of the automobile business 
can remember that it was also one of 
the non-conference companies that first 
put in operation the reduction for the 
application of bumpers. If that is the 
method that is to be pursued what is 
the use of underwriting in the auto- 
mobile line? 


While many of the 
been adopted may be a mechanical im- 
provement, in the hands of the amateur 
driver many times those mechanical de- 
vices are worse than not being on at all. 

Take the bumper. Many of the goose 
neck accidents can be attributed to the 


accessor 
chan es 


features that have 


bumpers and to nothing else. The 
bumper is attached in some method 
to the frame, either to the goose neck 
or to the side of the frame, and when 


a good bump comes the 
frame or where 
bumper, the 


result is a bent 
the bumper is a split 
end goes through the rad- 


iator. The frame can be straightened 
at a reasonable cost; sometimes it 
means that the engine must come out, 


the body taken off and practically a 
new frame installed. Yet a credit is 
allowed for that bumper. While it does 
eliminate the smaller losses it is more 
a safeguard to the assured and not to 
the companies as it is a general rule 
that the man with the bumper does not 
earry the full collision, except in the 
large congested cities. 
Locking Devices 

Locking devices. To my mind as an 
adjuster and an authority on locks, I 
feel that the present locks are a joke. 
As the son of one of the best lock ex- 
perts in the country, who was employ- 
ed by the U. S. Government for nearly 
thirty years, I grew up with the lock 
industry. Well can I remember sitting 
at the table with my father poring over 


the first Yale lock. After weeks of 
study he was able to open any Yale 
lock put before him without the key, 


as he also could do many of the best 
safe locks. One of the first things an 
adjuster usually asks an assured after 
he has reported an automobile as stolen 
is whether the car was locked and 
where is the key. 


The answer is always: “Surely, here 
are the keys,” yet when the car is re- 
covered there is absolutely no evidence 
of the lock having been tampered with 
and in some cases the key has been in 
the lock. In a recent case I was called 
on, the above facts were given, and 
when investigating into where the key 
in the lock came from, I was able to 
find the shop that made it, and when 
the fact was presented to the assured, 
he stated that he did remember that 
he had the additional key made as he 
was afraid that he might lose the keys 
that came with the car. 


Any lock where the key can be re- 
moved from the tumbler chamber when 
the car is unlocked to my mind is as 
good as none at all, and surely is not 
worth allowing a reduction in the rate, 


for the reason that after the loss it is 
un impossibility to prove that the car 
was locked as per the conditions of the 
contract. In over 100 inspections made 
in private garages I found only three 
cars locked. In other cases, especially 
the type that has the transmission 
locks, rarely will you find the transmis- 
sion locked when the car is left at the 
curb when the driver visits a store. 
While we try to prove that the car was 
left unlocked it is only when the inspec- 
tions are made on the street or in the 
varage that we are able to detect that 
the locks are not used or worthless in 
the hands of their owners. They get 
the $25 charge off and that is all they 


are interested in. 
All Steel Bodies 
Special steel or all steel bodies. 
Credits are given for special bodies 
because they are all steel but when 


a fire or collision comes the fact that 
same is all steel makes the repairs al- 
most prohibitive. That was recently 
demonstrated where the fire destroyed 
the upholstery and the heat was so in- 
tense that it was necessary to straight- 
en one of the upright frames. Heat was 
necessary to unweld the upright when 
that heat struck the game “bluey.” 
Where the wood frame would have cost 
about $35 in that job, it cost $265 to 
reframe that metal body. While from 
the mechanical standpoint those bodies 
look O. K., there does not seem to be 
enough about them where a fire could 
get a foothold; when it does, the loss is 
extremely heavy. Then again, we find 
that many of these all steel bodies 
have been finished by putting on a 
covering consisting of some soft mate- 
rial covered by imitation leather. It 
looks nice but is a fire trap. 


Disk wheels. This seems a fine wheel 
and would seem that it could not be 
damaged by fire. It is the lazy man’s 
wheel because it is not so hard to keep 
clean, but to an insurance adjuster, it 
is a different thing. Every time an 
owner of a car with disk wheels runs 


into the curb, the darn wheel is out of 
line. There are one or two concerns 
that guarantee their wheels but the 


average sheet steel wheel will cost the 
companies considerable money in time. 
The wooden wheel can be replaced at 
a moderate cost but the disk wheels 
until the patent rights run out, are 
costing considerably more than they are 
worth and from my viewpoint, a charge 


should be made, not a credit allowed, 
for their use. 
Rates on many of the cars for fire 


insurance are less than the rates that 
apply to the garages where they are 
kept. The manufacturers are looking 
to produce a car that will not burn so 


easily. They are eliminating all the 
wood they can, substituting steel, but 
is that wise? The mill constructed 
building with the heavy timber up- 
rights is preferred by many under- 


writers to the uncovered steel columns; 
yet credits are being allowed for the 
substitution of light metal for heavy 
wood. 


The auto fires that hurt are the gar- 


age fires. The one single car may 
reach as a limit $5,000, but the garage 
fire often reaches $100,000. The car 


with the 40c rate may be standing along 
side of the $1 rated car and all in a 
garage that has a fire rate of $2.50. 
The $5,000 car pays a premium of $20. 
The $500 car pays $5. All the same 
hazard while in the garage the conges- 
tion makes a greater possibility of 
loss. In the private garage many times 
we find that the charge for the keep- 
ing of the cars in the garage to the fire 
insurance rate is about the same as 
that charged for the automobile. In 
usual practice the contents rate is gen- 
erally higher than the building rate but 
not so in writing automobile insurance. 





James R. Young, former insurance 
commissioner of North Carolina, has 
an article in the current “The Amer- 
ican Building Association News,” on 
“Building and Loan Principles Adapted 
To Aid Farmers.” 


Kenlon Attacks Banks 
For Merchandise Loans 


SAYS PRACTICE BREEDS ARSON 





Chief’s Plea Against Financiers Accept- 
ing Fire Insurance Policies for 
Collateral 


In an attack on the “pernicious prac- 
tice of bankers throughout the country 
engaging in the fire insurance busi- 
ness” Fire Chief John Kenlon, speak- 
ing before the International Fire Pre- 
vention Congress at the 71st Regiment 
Armory, charged certain banks with re- 
sponsibility for “the fact that our enor- 
mous fire waste is increasing despite 
the most strenuous national and local 
fire prevention activities.” 

Banks making loans on merchandise 
by accepting fire insurance policies as 
collateral often place the borrower in 
a position where he has no alternative 
but to burn his stock in order to pay 
off the loan, said Chief Kenlon. 

Insure Property Too High 

He cited several instances of bank 
cfficials, who were also’ insurance 
acents, compelling bank customers to 
insure their property far in excess of 
real values as a condition of receiving 
financial assistance. 

“It seems to me,” declared Chief Ken- 
lon, “that the placing of insurance in 
the manner I have indicated has almost 
grown to be a national scandal. Large 
credits are extended to manufacturers; 
for instance, on goods made up for the 
fall and winter trade, bankers advance 
money to cover payrolls, rent and even 
the cost of material, relying on their 
judgment that business will be good. 
The market is over-supplied, business 
goes off and the only chance for the 
banker to recover his money is through 
the insurance companies. 


“They not only ‘ask no questions’ 
after a fire, but they often appear un- 
der assignments of the policies and 
bring action against the fire insurance 
companies to recover money which the 
companies deny owing, due to the fact 
that they have evidence that the fire 
was crooked.” 





MISSISSIPPI FINES STAND 

The $750,000 fines imposed by Mis- 
sissippi against sixty-two fire insurance 
companies for violating the anti-trust 
laws in subscribing to the rates of the 
Mississippi Inspection and Rating Bu- 
reau were sustained this week when 
the United States Supreme Court de- 
clined jurisdiction in the case. 
ceeienednteniniinetin 


BAYERN CO. EXHIBIT AT SHOW 

M. L. Bayern Co. had a booth at the 
Closed Car Show in New York. At the 
show the agents featured particularly 
the automobile bail bond. This in the 
possession of the motorist gives him 
the right to sign bail up to $5,000 for 
any misdemeanor, felony or any crim. 
inal offense by reason of any injury to 
any person or property from the use 
of any automobile or motor vehicle of 
a like nature on the public highways 
or other places within any such state, 
Scenes were on display showing an 
actual collision; a court room scene; 
and a motorist in jail. 
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LOGUE cnee. & CO., Ine. 


INSURANCE 
307 FOURTH AVENUE PITTSBURGH 














214th YEAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATS BRANCH: 
55 Fifth Ave. - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIO DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts. 
fan Francisco, Cal. 








THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852. 


The real strength of an insurance com- 
pany is in the conservatism of its man. 
agement, and the management of 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY bE he President 
FRED. A. wn RD, Vice-President 
CHARLES W BIGLEY, Vice-President 

s. JA RVIS, decceuaer 
WILLIAM ORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 


NEW YORK 


HOWIE & CAIN, Inc., Gen. Agents 
Metropolitan District 


9 WILLIAM STREET, NEW YORE 

















SHEVLIN AGENCY, Inc. 


GENERAL AGENTS 
FIRE & AUTOMOBILE INSURANCE & SURETY BONDS 
Excellent Facilities fer Handling Suburban Business 


11@ William Street 


New York, N. Y. 


Phone Beekman "08 











The North River Insurance Co. of 
New York 

Richmond Insurance Company of 
New York 

United States Lloyds, Inc., of 
New York 


New York State Fire Ins. Co. of 
Albany, N. Y. 


Union Fire Insurance Co. of 
Buffalo, New York 


F. M. Gund, Manager, Western 
Department, Freeport, Illinois 
Hines Brothers, Managers, South- 
ern Department, Atlanta, Georgia 





CRUM AND FORSTER 
110 WILLIAM STREET—NEW YORK CITY 
REPRESENTING 


United States Fire Insurance Co. 
of New York 

British America Assurance Co. of 
Toronto, Canada 

Western Assurance Company of 
Toronto, Canada 

Potomac Insurance Company of 
Washington, D. C. 

United States Underwriters’ Policy 
of New York 


H. Junker, Manager, Pacific Coast 
Dept., San Francisco, California 
Cobb Glass & Co., Managers, North 
Carolina Dept., Durham, North 

Carolina 
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Doyle Answers Hyde 
In Missouri Speech 


LAWYER DEFENDS COMPANIES 


Governor, in Vicious Attack, Refused 
to Issue Proclamation on Fire 
Prevention Week 


Cornelius L. Doyle, associate 


counsel of the National Board, in a 
prilliant address before the Missouri 
Association of Insurance Agents at Ex- 
celsior Springs, Mo., on October 6, ef- 
fectively answered Governor Arthur M. 
Hyde’s recent attack on the stock fire 
insurance companies operating in Mis- 
souri. Governor Hyde issued his vic- 
ious tirade against the companies on 
September 29 in attempting to explain 
why he failed to issue a proclamation 
on Fire Prevention Week in accordance 
with President Coolidge’s national proc- 
lamation and as requested by the Cham- 
ber of Commerce of the United States. 

Doyle, who formerly was State Fire 
Marshal for Illinois, was in a position 
to pick to pieces every argument made 
by Governor Hyde in his pro-reciprocal 
public statement against the stock fire 
insurance men. 

Hyde was told of 
St. Louis, October 6, 
parture for Perryville, 
was scheduled to deliver an address. 
He was also advised that the Agents 
Association had passed resolutions de- 
nouncing him as a “vieious demagogue 
seeking notoriety,’ but departed from 
St. Lonis without making formal reply. 

When told that Doyle had charged 
that his attack on the stock fire insur- 
ance companies was inspired by recip- 
rocal influences, Hyde said: “T am 
glad he made that charge. The fire re- 
duction, if we bring it about, will 
apply alike to reciprocals and old line 
insurance companies. Reciprocals will 
get the same treatment as the old line 
companies so far as rate reductions are 
concerned. I will have something fur- 
ther to say to Doyle, however.” 


Mr. Doyle Said in Part: 


“Your Governor must have again entirely 
overlooked the fact that the rate of premium 
paid by the merchant or manufacturer in the 
highly hazardous business is designed to re- 
imburse the companies for the extra hazard cov 
ered. The stock fire insurance companies are 
not only in business to give protection to the 
highest class of property, but they are in 
business to give general protection and_ their 
rates are made accordingly. Unless this was 
done 1} the stock fire insurance compar 
comm a lysis would be visited 

every man engaged in a hazardous business in 
the State of Missouri. It might also be well 
to point out the elemental principle known to 
every man conversant with the technica] sub- 
ject of fire insurance. that the low hazard 
sprinklered risk, with a 10-cent or 15-cent rate, 
bears a direct relationship to a high hz ward 
tisk. with a 3 or 4 per cent rate. 

“We must most respectfully disagree with 
the statement made by the Governor that ‘the 
companies say the fault lies with negligent 
and careless agents in the matter of over- 
insurance, and the truth is that the agent is 
required to get the business.’ What can pos- 
sibly be in the minds of thinking men as a 
basis for this loose and reckless statement? 
No stock fire insurance company ever made 
such a charge against its agents. It reaches 
4a point of absurdity to concede that any fire 
iisurance company would continue as its agent 
aman knowingly and willfully placing a cer- 
tain burning liability upon their resources by 
over-insurance 

“Would your Governor have taken from the 
contracts of the stock fire insurance company 
its only safeguard that indemnity will be 
made for the ac ual loss sustained? Would he 
lave the compani s under his formula appraise 
on each risk insurance valuations and inven- 
tories as to values? And would he have re- 
peated inspections to follow the fluctuations of 
values and would he have the insured re- 
lieved of making proof of values at the time 
0: the loss? And would he add to the increase 
of the cost of insurance on every risk these re- 
peated inspections and revaluations. upon 
either an inclining or, declining market? And 
would these inspections and_ reinspections. 
valuations and revaluations be made by each 
agent, where on the larger risks many agents 
represent many companies? And would the 
general insuring public stand without com- 
Dlaint for this increased cost of doing the 
business of insurance. merely to relieve the 
Property owner from making proof, of his loss 
under the terms of his contract? 


general 


Doyle’s speech in 
prior to his de- 
Mo., where he 


PERCY CHUBB BACK 


Percy Chubb, of Chubb & Son, has 
returned from England. 
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FIRE LOSS AND CREDIT 


Credit Men Interested in P.-eventing 
Fire Waste Because This Loss Is 
Factor In Credit Practice 


That the credit man has a very real 
interest in fire insurance and also the 
extent of the fire loss was shown by 
W. W. Orr, assistant secretary of the 
National Association of Credit Men, in 
an address before the Fire Prevention 
Congress in New York this week. 

From the very first the credit asso- 
ciation has been actively interested in 
fire prevention because it was clear 
that a fire of any considerable size tied- 
up money and had a direct influenc 
on credits. The large annual fire loss 
is one of the factors that the credit 
men watch in guiding their policies. 


AMEND INSURANCE LAW 


Notice of Accident To Any Authorized 
Agent Shall Be Considered As 
Notice To Company 


Under an amendment of the New 
York Insurance Law, concerning notice 
of accident, which effects automobiles 
and teams policies covering employes 
or other persons or property, all such 
policies must provide that notice given 
to any authorized agent shall be deemed 
as notice to the company. 

Policies must also provide that 
ure to give notice within the time 
specified in the policy shall not in- 
validate the claim if it was not reason- 
ably possible to give notice within the 
time allotted. 


fail- 
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EXPORT CO. ENTERS MASSACHU- 
SETTS 

Authority to do business in Massa- 
chusetts has been granted to the Ex- 
port Insurance Co. of New York for 
fire, marine and sprinkler leakage in- 
surance. The agent of record is Wil- 
liam Gilmour, 120 Water Street. 
KEYSTONE GETS AUTO EXCHANGE 

The Keystone Indemnity Exchange 
of Philadelphia has taken over the 
Automobile Insurance Exchange, but 
the business will be conducted as here- 
tofore, with the Keystone Exchange as 
attorney-in-fact for the Automobile Ex- 
change. The arrangement has been 
approved by the Insurance Depart- 
ment. 
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Agent Meyers’ Novel 
Methods Get Results 


RAIN 





60 POLICIES IN TOWN 





That is, He Has That Many; Puts Fire 
Extinguishers in Places of 
Property Owners 





Down in the 
Louisiana, 
all told, 


little city of Lafayette, 
with a population of 8,000 
there is a man known to every 








INTENSIVE CULTIVATION OF 


business man. His name is Frank W. 
Meyers and he sells insurance to his 
fellow townsmen whenever they want 
it and a good many times when they 
think they don’t. 

And he does it through an original 
and effective method of advertising and 
novelty methods. He has as many 
aliases as a safe-blower, but not for the 
same reason. He is known as “The In- 
surance Worrier,” ‘Worry Meyers,” “In- 
surance Meyers,” “Let Me Worry For 


the 8,000 people in his home town think 
insurance. 

He uses slogans galore. 
them are “Be Wise 
yl. ioodbye 


A few of 
Insure with Mey- 
Anxiety,” ‘“Meyers’ 
Service Pays.” Naturally, the people 
of Lafayette, seeing so much and hear- 
ing so much of “Meyers,” take to him 
their insurance problems. The result 
is an outstanding agency, with success 
written large over its name. 


Mr. Meyers says that his biggest 
“expense” is advertising, but that it 
pays handsomely. His experience 





RAIN INSURANCE 


should be valuable to other local agen- 
cies, and it is safe to say that his suc- 
cess can be duplicated by any agency 
anywhere through methods similar to 
his. 

Frank W. Meyers is interested in the 
insurance business in more than a local 
way. He is ready and willing to give 
any agent anywhere the benefit of his 
experience and is glad to answer in- 
quiries from interested fellow agents 
In fact, one 


no matter where located. 
















T 
CE MEvER RS" 


“LETME WORRY FoR YOu~ 

















ee ae aK 
7 














AUTOMOBILE PU BLICITY 


You,” “Think of Insurance.” His mail 
comes addressed to any, or all of these 
names and Frank W. Meyers gets it. 
Evidence that his advertising is getting 
the answer. 

His copy is not standardized. Some- 
times it is form letters; sometimes 
newspaper copy; sometimes bill boards. 
It. is written in prose or verse, but it 
always carries a message that makes 





of Frank’s greatest 
just this sort 


activities is doing 
of thing. 


Rain Policies 


When Mr. Meyers decided to take 
up rain insurance he mapped out his 
prospects in a square surrounding his 
office. In one day he wrote seventeen 
policies. Altogether he has about sixty 
rain insurance policies in a city of 


9,000. He concentrates on other side- 
liners in the same way. 

When he took up the question of fire 
safety he installed, at cost price, one or 
more fire extinguishers in the property 
of his policyholders. In the past seven 
months he has placed nearly four hun- 
dred large type extinguishers in the 
property of policyholders. He makes 
periodical inspection of these extin- 
guishers, and is now working on the 
installation of small extinguishers in 
homes and on automobiles. 

Mr. Meyers represents the Liverpool 
& London & Globe, Citizens and a num- 
ber of other companies. 





SPECIAL HAZARDS AS FACTOR 





Fire Prevention By Eliminating Risks 
Made Growth of Industry Possi- 
ble, Says “Credit Monthly” 





When the history of industry is writ- 
ten, one of the most fascinating chap- 
ters will be devoted to the processes 
by which men have overcome the nat- 
ural hazards of business, says “Credit 
Monthly” for October, which is devoted 
largely to insurance. The paper goes 
on to say, editorially: 

“The process which gives us the flour 
that goes to make the staff of life pre- 
sents a hazard of terrifying possibilities. 
Let the dust incident to the making of 
flour get but the slightest spark and the 
speed of the flame is like the flash of 
an explosion. The industry, however, 
has, through determined study of its 
peculiar hazards, put the flour milling 
risk in a highly preferred class. 

“Farther back in the study of hazards 
is the cotton goods manufacturing in- 
dustry. Cotton mills in their early days 
were the specially ready prey of flame. 
Today, as we know, cotton mills rarely 
burn and insurance companies seek as- 
siduously for cotton milling business 
because it is safe. 

“We might go on with examples, but 


let us be content with one other, the 
wholesale drug line, a business of great 
natural hazard because the wholesale 
druggist must carry liquids, gases and 
other substances requiring constant 
watchfulness against explosion and fire, 
This industry has so standardized its 
operations that fires have been reduced 
to a remarkably low point and whole. 
sale drug risks are earnestly sought by 
insurance companies because their 
business is safe and profitable. 

“Under such improved conditions we 
have not only better risks for fire in- 
surance companies but better risks for 
all credit transactions. Credit seeks 
stability. The flour milling, cotton and 
wholesale drug lines at one time were 
far from stable. Fires again and again 
would bring up the question as to the 
libelihood of prompt settlement of cred- 
its extended. 

“What was done in these lines can be 
done in every line. The men who were 
determined to eliminate or reduce the 
hazards in these lines were confronted 
with problems far more difficult than 
are to be found in most lines of. busi- 
ness. If success could be attained by 
them, success can be attained by all. 
Iivery line, for both individual reasons 
and broad economic reasons, should 
study for the elimination of its peculiar 
hazard.” 





M. J. AVERBECK, JR., TO WED 

Mrs. Charles T. Gallagher, of Boston, 
announced the engagement of her 
daughter, Miss Emily Gallagher, to Mr. 
Maximilian Justus Averbeck, Jr., of this 


city. Miss Gallagher was graduated 
from Vassar College in 1921 and is a 


popular member of the younger Boston 
set. Mr. Averbeck is a graduate of 
Lawrenceville School, Princeton Uni- 
versity and Harvard Law School. He 
was a member of the American Expedi- 
tionary Forces during the war, and is 
the son of M. J. Averbeck, chairman of 
the board of the National Liberty In- 
surance Company of America. 


MORE THAN A CENTURY OF SERVICE 


RALPH B. IVES, President 


Fire 

Marine 
Automobile 
Tornado 
Rent 

Rental Value 


Leasehold 
Se ceyite) 


Registered Mail 
Parcel Post 


Use and Occupancy 


Sprinkler Leakage 


Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 


Losses Paid over $223,000,000 


AGENTS AT ALL IMPORTANT POINTS 
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Says Exchange Attorney 
Got 79 P. C. of Premiums 


A. L. KIRKPATRICK’S ADDRESS 

















Clearing House Man Points Out Weak- 
ness of Reciprocal System in Talk 
to Agents 





The theory and practice of reciprocal 
jnsurance igs the title of an address 
which was read by A. L. Kirkpatrick of 
the Casualty Information Clearing 
House, making the talk in Oklahoma 
pefore local agents this week. Some 
points he made follow: 


The attorney in fact of one exchange 
cperating within Illinois received dur- 
ing 1922 79% of net premiums written 
and retained by the exchange. Out of 
his compensation the attorney-in-fact 
pays part, but not all, of the expenses 
of operation. Expenses are by no 
means limited to the amount paid by 
the attorney-in-fact. There is no more 
limit on the expenses of a reciprocal 
exchange than upon any other kind of 
insurance carrier. 


Incorporated Companies as Attorneys- 
in-Fact 

It is quite a common practice for a 
reciprocal exchange to have an incor- 
porated company for its attorney-in-fact. 
The incorporation of an attorney-in-fact, 
however, does not change the nature 
of the reciprocal itself. 

Another common device used by re- 
ciprocals, which both gives the impres- 
sion of a stock company and also adds 
a sense of security to the organization, 
is the prominent display in its advertis- 
ing material of the names of prominent 
business men as members of the ad- 
visory committee. In theory, the advis- 
ory committee of a reciprocal exchange 
has general supervision over and direc- 
tion of the affairs and funds of the ex- 
change in a capacity similar to that of 
the board of directors of a corporation, 
but every member of the advisory com- 
mittee holds membership therein only 
by virtue of his being a subscriber at 
the exchange. Since it is within the 
power of the attorney-in-fact to cancel 
the subscription of any subscriber at 
will and upon due notice it must be 
plain that he has complete control of 
the membership, and, therefore, of the 
actions of the advisory committee. 
With this power in his hands, the ad- 
visory committee is actually powerless 
to take any action against the will of 
the attorney-in-fact. 

In order to meet the objection that 
the so-called guarantee fund of recip- 
rocalg may be withdrawn in time of 
need, a number of reciprocals have 
adopted the scheme of placing their 
guarantee fund on deposit with a state 
insurance department, or placing it in 
escrow with a_ bank. There is no 
doubt but what such a plan gives an ap- 


granted by policies of the exchange. 
As a matter of fact, however, there is 
little or no added security given. The 
mere fact that part of the funds of the 
exchange are in the hands of a bank 
or an insurance department does not 
avoid the fact that the exchange is in- 
debted to the attorney-in-fact. 


Little Or No Added Security, He Says 

As a matter of fact, however, there 
is little or no added security given. 
The mere fact that part of the funds 
of the exchange are in the hands of a 
bank or an insurance department does 
not avoid the fact that the exchange is 
indebted to the attorney-in-fact. Nei- 
ther does it prevent the exchange, or 
the attorney-in-fact for it, from repaying 
this debt at any time out of the funds 
which it has on hand in addition to the 
guarantee fund. That is to say, if a 
reciprocal exchange has on deposit with 
an insurance department $25,000 which 
constitutes the full amount of its guar- 
antee fund, and in addition to this de- 
posit, the exchange has assets amount- 
ing to $25,000 or more, there is nothing 
to prevent the attorney-in-fact from 
withdrawing what is due him from the 
funds which the exchange has on hand 
and free from the insurance depart- 
ment. All that the deposit with the 
insurance department can guarantee is 
that when the final reckoning comes, 
there will be that amount of funds on 
hand to pay the debts of the exchange. 
But if its debts are in excess of the 
deposit and there are no other funds 
available, then it must follow that the 
exchange cannot meet all of its obliga- 
tions. 





JAPANESE ARE AGITATED 





Demand That Companies Pay Fire 
Losses; Want Government to 
Compel Settlements 





That the fire insurance situation in 
Japan was not decided automatically 
immediately after the great earthquake 
on September 1 is quite evident now. 


As soon as the earthquake and conse- 
quent conflagration had finished their 
terrible destruction fire insurance com- 
panies the world over quickly issued 
statements that their financial posi- 
tions would not be endangered by the 
fire loss in Japan as practically all 
fire policies there contained clauses ex- 
empting the companies from liability 
in case a fire followed an earthquake. 

Nevertheless the Japanese people in 
Tokio and Yokohama are not taking 
kindly to such an attitude, irrespective 
of the wording of policies, and there 
is some possibility that the companies 
may after all, either voluntarily or by 
demand of the government, settle the 
losses at least in part. 

Cable messages to this country early 
this week state that a seven-fold reso- 
lution has been passed by a commit- 
tee of the House of Representatives 
and has been sent to the prime minis- 


Present Auto Rating 
Bothers J. A. Giberson 


TALKS ABOUT IT TO AGENTS 





Hard Job for Agents to Figure Out 
Rates for Fire and Theft, 
He Says 





J. A. Giberson, a prominent agent at 
Alton, Ill., who has frequently appeared 
before insurance conventions as a 
speaker, unburdened a lot of criticisms 
of automobile insurance administration, 
conference and otherwise, at the recent 
meeting of the Illinois agents. One 
plaint he has is that he has never been 
furnished with “essential information” 
to help him sell automobile insurance. 
He favors the “No Amount” policy. 

Here are some of his comments on 
fire, theft and miscellaneous coverages: 

“T will admit that the casualty auto- 
mobile business is in a far better condi- 
tion than the fire business; for when 
one undertakes to rate an automobile 
for fire and theft, hell begins. Imag- 
ine the rating of a 1921 Ford, engine 
No. 401144, rate $1.15, engine No. 
401184, rate $2.05, engine No. 401194, 
rate $.90. Has any agent ever been 
able to find out why this variation in 
rates? No company, that I have ever 
represented, could tell me, excepting 
that electric wiring in one series of 
numbers had green insulation on it, and 
in another series red, while in a third 
series blue. Somebody may accuse me 
of trying to be funny! As a matter of 
fact, did you local agents ever find that 
there was a larger number of fires un- 
der one series of numbers than an- 
other? 

“T have spent more time, had more 
trouble, and lost more business, over 
that one piece of foolishness, than any 
other thing in the rate manual. People 
do discuss insurance matters, and when 
you charge one man one price, for a 
1921 Ford, and you charge his friend a 
different price, you have lost the confi- 
dence of both, unless the opportunity 
presents itself for you to spend an hour 
or so with each one of them, showing 
them the rate manual, and proving that 


the rating authorities really made a 
difference in the rates, and that you 
were not overcharging them. Of 


course, when they ask you the reason, 
you have to appear to be an ignoramus 
in their eyes because no company nor 
the conference have ever explained ex- 
actly why this difference was made.” 





tional government deal immediately 
with the insurance problem. The com- 
panies themselves are yet undecided as 
to their ultimate action. Japanese cit- 
izens are holding meetings demanding 
that the fire companies settle up. Re- 
ports say the police are forbidding 

















MUTUAL CONFIDENCE 
FOUND. 


The agents of the Ohio 
“armers have implicit confi- 
dence in the management. 
There is no suspicion lurking 
in their minds as to whether 
they are being dealt with 
honestly and frankly. They 
realize that the management 
regards them as an integral 
part of the organization vital 
to its welfare. They deserve 
square treatment and _ they 
get it. 











OHIO FARMERS 
INSURANCE CO. 


Organized 1848 
LE ROY, OHIO 


R. E. LIDSTER RETIRES 














General Agent of Western Department 
of Phoenix of London Succeeded 
By W. L. Maillot 





R. E. Lidster, general agent of the 
western department of the Phoenix of 
london, retired from service on Sep- 
tember 30 and was succeeded by Wal- 
ter L. Maillot as general agent. Mr. 
Maillot previously held the position of 
assistant general agent of the company. 

In announcing to the field force the 
retirement of Mr. Lidster, Percival 
leresford, United States manager of 
the Phoenix, said: ‘Mr. Lidster served 
this company faithfully for forty years 
ond in recognition of his long service 
and loyalty, I know you will be glad to 
learn that he has been suitably reward- 
ed. I am sure he will carry with him 
your good wishes, as he does ours, and 
the hope that he will long enjoy his 








} He open-air meetings at which the subject well-deserved rest from the cares and 
parent security of the insurance ter. The resolution asks that the na- of insurance is to be discussed. responsibilities of active business.” 
FRED S. JAMES GEO. W. BLOSSOM WM. A. BLODGETT 
1819 
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Agents’ Association To 
Stand Pat on Annexes 





BELL’S TALK IN INDIANA 
Association Says Progress is Being 


Made in Fighting for Sole 
Agency Principie 

Frank R. Bell, president of the Na- 
tional Association of Insurance Agents, 
was the principal speaker at the Indi- 
ana Association of Insurance Agents’ 
convention this week, his subject being 
“The Annex Problem.” He discussed 
the situation in Oklahoma where the 
Oklahoma State Insurance Board adopt- 
ed a resolution that no annex may be 
operated in that state after January 1, 
1924, unless it is managed separately; 
and in Muncie, Ind., where the local 
board “had the backbone to seize the 
bull by the horns in eliminating under- 
writers’ annexes.” He said the Muncie 
board was considering a fundamental 
principle; that there was nothing new 
in the rule of sole agency representa- 
tion. Continuing, he said: 

“We have no desire to tell companies 


how to run their business. Yet we 
stand foursquare for our principles. 
We will never straddle. We sincere- 


ly trust that nothing will ever make us 
abandon on this or any other question 
our announced policy of ‘conference 
and co-operation.’ An attempt to force 
ection at this time might do irreparable 
harm to our cause. Let us abide our 
time, gradually advancing along con- 
servative lines in the interest of the 
common welfare. 

“The practice is wrong and the Na- 
tional Association of Insurance Agents 
opposes it. Noteworthy progress has 
been made, As more and more compa- 
nies come over to the right side of the 
fence their momentum will bring addi- 


tions. Those which have already come 
have placed the handwriting on the 
wall. One has already reported signal 


Eacock Calls Watson’s 
Klan Charge Ridiculous 


GOVERNOR A GRAFTER, HE SAYS 





Tells Why Klan Could Not Hold Up 
Insurance Claim Payments of 
Policyholders 


Governor 
message to 


Walton, of Oklahoma, in a 
the New York “World,” 
describing the Oklahoma situation on 
October 6, made the following sensa- 
tional attack upon Robert M. Eacock, 
prominent insurance agent and at one 
time president of the Oklahoma local 
agents’ association: 

Men cannot insure their property 
and collect insurance if 
We know of one instance 
saturated with oil and the house and furniture 
totally destroyed. The owner had gained dis 
pleasure of the Klan. We made proof of less, 
but has not recovered on his policy. One large 
insurance agent--Robert Eacock—is one of the 
ringleaders of the Oklahoma City Klan, and, 
according to the evidence, adyocated more open 
violence to build up membership of the Klan. So 
it is manifest that if property of a Klan enemy 
is destroyed by fire, and the policy holder has 
to sue the insurance company, a Klan jury, 
picked by a Klan sheriff and court clerk, will 
hear evidence, and, after being instructed by a 
Klan judge, who has no hesitancy in so “hon 
estly lying,” will return a verdict in favor of 
the Klan, and another victim of their hellish 
hatred will be homeless and perhaps penniless. 


The Eastern Underwriter immediate- 
ly wired Mr. Eacock for a reply and his 
answer follows: 

“Your telegram, advising 1 me of Gov- 


against fire 
they oppose the Klan. 
where a dwelling was 


and healthy increase of Seis even 
though its action was taken purely and 
simply, just a few short months ago, in 
the interests of right practices and 
square dealing. 

“From time to time occasions will 
arise when Local Boards or entire State 
Associations find an opportune moment 
for assertion of the right. Then we 
shall all unite, as at Muncie, in unbend- 
ing support of one another.” 
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ernor Walton’s attack upon me in the 
New York ‘World,’ was forwarded to 


me at Enid, where I am attending 
State convention. I have not seen 


the article as published, therefore I am 
unable to make intelligent reply to his 
statement that Oklahomans cannot in- 
sure their property against fire and 
collect in case of loss if they oppose 
the Klan. 


“It is so utterly ridiculous that it is 
comical. Every citizen if so treated 
would appeal to the State Insurance 
Board composed of three, two of whom 
are the Governor’s own appointees and 
one of whom could not, if he so de- 
sired, become a member of the Klan 
because of his religious affiliations. For 
both of them I entertain the highest 
regard for their ability and integrity 
and their friendship I hold in the high- 
est esteem. 


“The Governor’s statement, as quoted 
by you, that I advocate ‘open violence 
to build up Klan membership,’ is a 
contemptible lie and he knows it, and I 
defy him to produce any evidence to 
the contrary. This story, no doubt, is 
one of several his counsellor, Aldridge 
Blake, took back East to sell to oppo- 
sition papers to raise money to fight 
his way out of the mess into which he 
has gotten himself. My reputation could 
not be injured in Oklahoma by any- 
thing Walton might say, and our re- 
spective standings in the State with 
the business interests, from every 





standpoint, can be easily ascertained, 
including the associates of each. 
“This is only another chapter of his 
pernicious and libelous propaganda ty 
graft money for his own personal gain 
from those who do not think for them. 
selves. He has sought greener field 


and nine months of his bolshevik rule! 
has shown the people of Oklahoma the’ 


calibre of the man and the lengths ty 
which he will go to accomplish his ow, 
selfish interests. I was the only for. 
mer officer of the Oklahoma City Klan 
who was not brought before the mili- 
tary court to testify and perhaps the 
Governor can tell why. He knows that 
my reputation stands unimpeached an 
I could tell some things that might not 
do the Governor a great deal of goo, 
As soon as I can obtain a copy of the 
‘World’ referred to, if I consider jt 
worthy of a reply, I will prepare , 
statement, a copy of which will be for. 
warded to you.” 





ANNUAL BLUE GOOSE MEET 

The annual meeting of the Ble 
Goose will be held in Chicago on Octo- 
ber 16 at the Hotel La Salle. Herbert 
L. Denny is Most Royal Gander of the 
New York City pond and F. J. Breen, 74 
William spabtie is secret ary. 


RATING MANAGERS MEET 
All the fire insurance rating organiza: 
tion managers in New York State had 


a meeting on Wednesday of this week | 


in New York. 
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The Sign 
of Good Casualty Insurance 





Guarantee and Accident 
Company, Limited 


OF LONDON, 


ENGLAND 


HEAD OFFICE 
UNITED STATES BRANCH 
134 South La Salle Street 
CHICAGO 


F. W. LAWSON, General Manager 


The company of “super service” is not a name that has 
been “applied” to the London Guarantee & Accident. It 
is a name well earned in more than fifty years of close 
co-operation with its agents. 


Over sixty years | 
of public service | 





INCORPORATED 1860 





UNITED | 
HREMEN’S IN ~~Joaaes 


COMPANY 





PERCIVAL BERESFORD, President 
GEO. R. PACKARD, Vice-Pres. 
HERBERT W. ELLIS, Vice-Pres. 

M. B. YATES, Secretary 

HENRY A. KNABE, Asst. Secy. 


Over sixty years of public service faithfully performed 
have established the United Firemen’s as an institution 
of utmost dependability. An old reliable company writing 
Fire, Tornado and Automobile Insurance. 


Home Office—100 William onto New York, N. Y. 
F. W. LAWSON, Chairman of the Board 
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THE EASTERN UNDERWRITER 





Asks Companies To 
Consider Forest Cover 


GOVERNMENT MAN’S’- LETTER 





Gets Several Encouraging Replies; 
Situation as Outlined By U. S. 


Forest Economist 


Louis S. Murphy, forest econom- 
ist of the United States Department 
of Agriculture, Forest Service, has 
gent a letter to one hundred fire in- 
surance companies asking considera- 
tion of expansion of underwriting facil 
ities to embrace forest insurance coy- 
erage. It is reported that at least two 
of the answers have been encouraging 


to the Forest Service. The letter 
reads: 7 
The enclosed copy of “Timber, Mine or 


Crop? together with — statistical tables on 
forest fires, wil] be of interest to you should 
your company be considering extending its ac- 
tivities to the forest property insurance. field. 
The expansion in underwriting capacity in 
this field due to the recent entrance of three 
additional companies serves to show the ex 
tent of the latent possibilities still awaiting 
development. In one state, for example, in 
which the new underwriting group offered this 
form of coverage. one enterprising agent who 
went after the business in earnest found he 
soon had more of it than he could place. 

As to the risk involved in underwriting th’s 
class of coverage, not all forest fires are con- 
flagrations. Indeed only a small percentage 
are. Referring to the statistics for the six 
years ending with 1921, see “Forest Statistics’ 
04. These show practically 60 per cent of all 
fires burned over an area of less than 10 acres, 
while not quite half of these were confined 
to an area of one-fourth acre or less, not even 
the size of two average city lots. It is not 
possible from the data at hand to tell the 
amount of damage these under ten-acre fires 
actually do. Some idea, however, may be 
gained from the “‘over 10-acre”’ group. Of these, 
6: per cent of the fires do under $100 worth 
of damage, and 91 per cent occasion a loss of 
not to exceed $1,000. None of these certainly 
could be classed as conflagrations, 

Again it should be noted that for every dol- 
lar of Joss caused by forest fires less than 
five-eighths, or 63 cents, represents damage to 
forest property including forest products. The 
remaining 37 cents in the dollar of damage 
is to houses, barns, fences, sawmills, and other 
similar improvements. In Minnesota, for ex- 
ample, in 1918 the total estimated fire loss 
for the year was $28,500,000, of which $25,000.000 
was loss to other than forest property. The 
amount of non-forest property actually insured 
and destroyed in the October 12 conflagration 
of that year alone ran into the millions. By 
comparison, therefore, the strictly forest prop- 
erty loss even in this conflagration was in 
significant. A careful investigation following 
up these very general indications of what the 
underwriting hazard really is, would do much, 
I believe, to dispel the existing apprehensive 
attitude toward this class of coverage and lead 
fire companies generally to enter this field. 
Another aspect to the question ‘also merits 
consideration. Property insurance. as you well 
know, is one of the great developing and stab- 
ilizing forces of cur present day civilization, 
especially so with respect to sound productive 
euterprises. Nor is there any time when in 
surance counts for so much as when things 
are just getting under way and one faces what 
seem like numberless uncertainties. Forest 
production is one of those enterprises which 


is just now beginning to take definite form 
and which the nation needs to see safely and 
speedily established. Insurance interests thus 


are faced at once with an opportunity and _ re- 
sponsibility, if they will hut see it, to play 
an important part in the National movement 
for forest conservation. 





Col. Cunningham’s Sayings 








Colonel Cunningham of the Glens 
Falls whose witty sayings are a source 
of delight to many, has enlivened the 
latest issue of “Now and Then” with 
Some of his epigrams. which follow: 

“Have any of you knowledge of any 
public service that is conducted at less 
than its cost?” asked the lecturer on 
economics. 

“Yes,” came from one of the audi- 
ence, “I am in the fire insurance busi 
hess and have both knowledge and ex- 
Perience of such a present service.” 





“How can you expect me to put my 
money into this new company. I don't 
know a thing about the business of fire 
insurance?” 

“Well, that seems to me a good rea- 
Son for thinking you might subscribe.” 





Some proofs of loss are “the sub- 
Stance of things hoped for, the evi- 
dence of things not seen.” 


When a manager comes to feel that 
the insurance world is_ revolving 
around him as a center, he ought to 
stop drinking. 


An occasional impulse is a poor sub- 
stitute for a continuous purpose. 


Very few have made fire insurance 
better, for most reformers have simp- 
ly submitted plans and specifications. 


Insurance essayists forget that even 
a complete diagnosis does not cure. 


There are those who are like what 
the colored critic said of his pastor: 
“He suttinly do argufy and ’sputify 
sufficient, but he don’t show wherein 
or cause why.” 


Some agents are too big for small 
lines or too little for large ones). 

It may not seem so at first thought, 
but really the man who owes for insur- 
ance is happier than those who can’t 
get trusted. 


“T am a young man.” writes an ap- 
plicant for an agency, “but have had 
a life-long experience.” 


A dead beat is less hazardous than a 
live one. 





AT AMBASSADOR’S LUNCH 

Norman R. Robertson, president of 
the Continental, and Sidney R. Ken- 
nedy, vice-president of the Fidelity- 
Phenix, were among the guests at the 
Bankers Club luncheon last week to the 
American Ambassador to the Argentine, 
Mr. Riddle. The host was the Argen- 
tine-American Chamber of Commerce. 


Union-Bureau Split 
Effective October 1 


THREE MONTHS’ CLAUSE WAIVED 





Union Governing Committee Accuses 
Bureau Members of Increasing 
Agents’ Commissions 


While the governing committee of 
the Western Union and the executive 
committee of the Western Insurance 
Bureau were meeting last week in 
Chicago,—at different places, however, 
—it was decided to cancel the confer- 
ence agreement between the two org- 
anizations as of October 1, instead of 


waiting for three months as the terms 
of ithe jagreement provided. The 

Union committee yielded after some 
hesitation to the Bureau’s request for 
an immediate severance of relations 
because it was alleged that the Bu- 
reau. members had sent out letters 
to their agents notifying them of an 
increase in commissions. Several let- 
ters were exchanged between the com- 
mittees of the two bodies in the effort 
to come to a mutual understanding. 
Following is the concluding letter set- 
ting forth the views of the Western 
Union: 

“The governing committee acknowledges  re- 
ceipt of your letter of September 25, and_ at 
its regular meeting gave careful consideration 
to the contents thereof. ; 

“We now advise you of the following reso 
lution, unanimously passed: 

“The conference agreement | having 
abrogated in fact by the action of Bureau 
companies in circularizing agencies in regard 
to an increase in commission, the governing 


been 








Great American 
Insurance Company 


New Dork 


Choose Choose 
Your INCORPORATED - 1872 Tou 
Company Company 


STATEMENT JANUARY 1.1923 
CAPI 
9 


$12,500 


RESERVE FOR 


19,816 


Western Department 
WALTER H. SAGE, Gen’! Mer. 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, III. 

- Boston Office 
ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


000 
4 


& 
LL OTHER LIABILITIES 


NET SURPLUS 


13,017,077.35 
45,333,.495.22 


LOSSES PAID POLICYHOLDERS 


$143,654,333.86 


AFTER LIBERALLY PROVIDING FOR ALL RESERVES THE 
SURPLUS FOR THE PROTECTION OF POLICYHOLDERS IS 


$25,517,077.35 


Home Office, One Liberty Street 
New York City 


GEORGE H. TYSON, Gen’! Agent 


ete) 
7.87 


Pacific Department 





210 Sansome Street 
San Francisco, California 


Marine Department 


WM. H. McGEE & CO., Gen’! Agts. 
15 William Street, New York City 


committee has no alternative but to declare 


the abrogation of the conference agreement 
forthwith, 


“We believe this action is in accord with 
the wishes expressed in your letter, and in 
any event is rendered necessary by the course 
of many of your members in having already 
advised their agents of, an increase in commis- 
sions in direct violation of the provisions of 
the conference agreement. 


“This is particularly surprising to us in 
view of your reference to the adverse effect 
upon the expense of conducting the business 
following the abrogation of the conference 
agreement and we are constrained to say that 
no such result will ensue by reason of anv 
action by the Union. Quite the contrary effect 
will be sought by this organization, ag has 
ever been its purpose, 


“We desire to assure you that the belief ex- 


pressed in your letter’ that efforts have al- 
ready been made to forestall the effect of 
exigencies that 


i at will be caused by the abro- 
gation is entirely without foundation; the ac- 
tion taken at the annual meeting of the Union 
Was quite unpremeditated and there could not 
have been any such action on the part of its 
members as you imply. 

_ “We heartily concur in your suggestion fot 
further meetings of the two organizations and 
the governing committee extends to your exec- 
utive committee a cordial invitation to con- 
sult with it whenever in your judgment a con- 
ference is desirable.” 

W. L. Lerch of the Great American 
was elected chairman of the govern- 
ing committee, with George H. Batch- 
elder, of the Pennsylvania, as vice-pres- 
ident. 


The text of the letter sent out by 
several Bureau companies to their 
agents is given herewith: 

“Heretofore the commissions allow- 
ed at your agency have been known 
as mixed agency commissions. The 
expected abrogation of the conference 
agreement will permit us to pay you 
full Bureau commissions as per the 
schedule’ enclosed. 

“However, this change in commis- 
sions cannot be effective ‘until the 
conference agreement is abrogated, 
which may be October 1st, but may not 
be until December 31st.” 





F. H. ECKER CHAIRMAN 


Vice-President of Metropolitan 
Presides Over Fire Prevention 
Congress Session 


Life 





Frederick H. Ecker, first vice-presi- 
dent of the Metropolitan Life and chair- 
man of the executive committee of the 
New York Chamber of Commerce, pre- 
sided over the evening meeting of the 
Fire Prevention Congress at the 71st 
Regiment Armory, New York City, on 
Monday night and after reading a mes- 
sage in praise of the work of the con- 
gress by President Coolidge, stated that 
the subject of fire prevention ig too 
little understood, but that interest in 
that subject was growing. The cause 
of most fires is carelessness, according 
to Mr. Ecker, who then told about how 
one insurance company has refused to 
make loans on buildings unless fire pre- 
vention methods are employed. He 
stated that the public must be informed 
and educated to a better knowledge of 
the subject of fire prevention and that 
this is being done by the congress. 
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Heavy Cotton Losses 
In Yokohama Fire 


WAREHOUSES ALL DESTROYED 
Cablegram From Kobe Surveyors Gives 
Brief Survey; Most Quays Gone, 
But Seven Remain intact 


Definite advices from Japan were re- 
ceived here by cable last Saturday for 
the Board of Underwriters of New York 
stating that the 
cotton at Yokohama 
all destroyed by fire during the catas- 
trophe following the earthquake on Sep- 
tember 1. There was considerable agi- 
tation the marine 
underwriters on receipt of the news and 
it is said that one of the large pools 
had quite a concentration of liability in 
Yokohama at the time of the earth- 
quake. Cotton underwriters are, there- 
fore, eagerly awaiting further informa- 
tion regarding the exact amount of the 
cotton losses and the names of the com- 
panies protecting the shipments. 

Cornes & Co., surveyors of 
sent the cablegram in response to in- 
quiries from New York. Thef{message 
stated that along with the cotton ware- 
houses the bonded warehouses were 
partly or wholly destroyed. Another 
interesting revelation in the cablegram 
was news that seven quays were intact, 
thus assuring the safety of a certain 
percentage of the cargoes on the docks 
there. Of course Most of the docks 
were destroyed along with the sheds 
and customs houses. 


among other things 


warehouses were 


here among cotton 


Kobe, 


No mention of heavy silk losses was 
contained in the cablegram, which re- 
lieved considerably the minds of the 
marine underwriters who carried heavy 
lines on silk shipments at the time of 
the earthquake. To be sure, failure to 
mention silk specifically does not min- 
imize the chances of heavy losses in 
that staple, but it was reasonable to 
expect that if there had been any ex- 
traordinary concentration of silk on the 
Yokohama docks on September 1 and 
subsequent destruction of large values, 
the fact would have been included in 
the report of the surveyors. 





UNION MEETING IN AUSTRIA 


The annual general meeting of the 
Internationaler Transport Versicher- 
ungs Verband, which was. originally 


fixed for September 15 at the Kurhaus 
of Travemunde, took place on October 
3 The meeting was held in Salzburg 
at the Grand Hotel de l'Europe. This 
is the first time that the general meet- 
ing of the Verband is being held out- 
side the frontiers of Germany, and the 
management of the Verband is to be 
congratulated on this decision. 

It is a great pity, however, that this 
decision had not been arrived at before. 
We have advocated this in these col- 
umns ever since 1919, and we think that 
many costly mistakes might have been 
evaded had insurers of all nationalities 
had a real opportunity of meeting in 
friendly conclave. It was not to be ex- 
pected that the Entente insurers would 
come to Germany so shortly after the 
war, and the post war meetings of the 
Verband have consequently and unfor- 
tunately been overwhelmingly German 
with a Scandinavian seasoning. 


The British, Belgian, French and 
Italian insurers stayed away. We 
hope that the choosing of Salzburg will 
mean that the attendance at the gen- 
eral meeting will be of a more inter- 
national character than these last 
years’ meetings, though we fear that 


the notice given to non-German mem- 
bers of the Verband is rather short. 
—Scandinavian Weekly. 


Auto Conference May 
Permit No-Sum Cover 

AND PASS RULE ON ANNEXES 

Western and Pacific Coast Conferences 


Want to Meet Local Competition; 
Annex Question Vexing 





Two leading matters which will 
probably be brought before the forth- 
coming annual meeting of the National 
Automobile Underwriters’ Conference 
for consideration and action will be the 
questions of lifting the ban on the no- 
omount policy and of framing rules pro- 
hibiting the appointment of underwrit- 
ers’ agencies and annexes as automo- 
bile agents in the same district where 


the parent companies have appointed 
their full quotas of agents. It is the 
opinion of certain prominent automo- 


bile underwriters in New York City that 


both subjects will be voted upon fav- 
orably. 
The no-amount policy, which  fre- 


quently masquerades under the title of 
no-sum cover or cash-value — policy, 
has come rapidly to the fore during the 
last year. On several occasions a vote 
on this form of policy was taken at an- 
nual and semi-annual meetings of the 
National Conference and each time re- 
jected by tremendous majorities. Early 
this year when it was believed that 
possibly the no-amount policy might be 
udopted by a narrow majority the vote 
against it was decisive. 

In the last six 
conference 


months several 
automobile writing 
nies, not to mention mutuals and the 
like, have been using the no-amount 
policy with deadly effectiveness. It has 
gone over big with policyholders, espe- 
cially in the Middle-West and on the 
Pacific Coast. In the East the introduc- 
tion of the new form of fire and theft 
cover has been too recent to provide 
any basis for comparison. Wherever 
the no-amount policy has been put into 
use it has usually been accompanied by 
lower rates than those charged by Con- 
ference companies for the policies con- 
taining specific maximum amounts of 
insurance granted. 
A Competitive Proposition 

The combination of the no-amount 
policy and low rates has worked to a 
competitive disadvantage for the con- 
ference compani»s which are proi.i'it- 
ed by a rule of the National Conference 
from issuing anything broader than the 
non-valued cover which is now in gen- 
eral use. Therefore, it is expected that 
at the annual meeting on October 26 
at the Hotel Pennsylvania, the National 
Conference will pass a rule making the 
use of no-amount policies optional with 
the regional conferences. This will be 
followed, according to good opinion, by 
action on the part of the Western and 


non- 
compa- 
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Pacific Coast Conferences in legalizing 
the no-amount cover within their juris- 
dictions. 

It is not expected that the Eastern 
Conference will deviate from its pres- 
ent attitude of hostility toward the no- 
amount policy. Many underwriters 
here in search for means to eliminate 
the moral hazard in automobile under- 
writing, are firm in their convictions 
that the no-amount policy increases 
rather than decreases the chances for 
loss. They believe that unless a fire 
and/or theft policy contains a maxi- 
mum amount which a claimant can re- 
cover, he can easily demand more than 
the car is worth at the time of the 
loss, and in the event of a contest 
with the company safely depend on the 
proverbial antipathy of a jury to an 
insurance company to win his case. 

Annex Understanding Violated 

At the present time the National Con- 
ference has only what amounts to a 
gentlemen’s agreement respecting the 
uppointment of annexes as automobile 
ugents when a parent Company is avail 
ing itself of the full quota of permissi- 
ble agents in any particular district. 
This understanding has been obeyed for 
many years, the universal opinion be- 
ing that the interests of all were best 
served by limiting to a reasonable num- 
ber those writing automobile policies. 

With competition in all lines of fire 
insurance growing keener the gentle- 
man’s agreement has been subject late- 
ly to several violations. The only way 
it cun be maintained will be through 
rules forbidding the multiple appoint- 
ment of automobile agents and it is be- 
lieved that such action will occur this 
month. At least, a vote on the subject 
will be taken. Arguments against the 
unlimited oppointment of agents are 
strong. Automobile underwriting de- 
mands an ability to judge human na- 
ture and to appraise with some accur- 
acy the moral hazard on every risk. 
This standard certainly cannot be re- 
tained if companies grab off every 
Tom, Dick and Harry to solicit auto- 
mobile lines. 


The 1923 Marine Exposition will be 
held at Grand Central Palace Novem- 
ber 5 to 10 inclusive under the auspices 
of the American Marine Association. 
Already about eighty concerns have 
signed up for exhibits at the Palace. 








GENERAL AGENTS WANTED 





Organized 1824 


UNITED STATES LLOYDS, tnc., 
of NEW YORK. N. Y. 
Orgamized 1872 Incorporated 1918 


1-3 So. ‘William St. 


Automobile Insurance 


INDEMNITY MUTUAL MARINE ASSUR- 
ANCE CO., LTD., OF LONDON, ENGLAND 


APPLETON & COX, Inc., Attorney 


AN ATTRACTIVE PROPOSITION 
GENERAL AGENTS WANTED 


Incorporated 1886 
THE TOKIO MARINE AND FIRE 
INSURANCE CoO. . 
LTD., OF TOKIO, JAPAN 


(Marine Department) 
Incorporated 1879 


NEW YORK 




















CALLS DIFFERENTIAL A HUMBUG 
J. A. Giberson, of Alton, IL, in dig. 


cussing casualty automobile insurance | 


before the Illinois agents’ association, 
said that his experience shows that a 
passenger automobile, regardless of 
weight, horse power, or appearance ig 4 
passenger automobile and that one rate 
can be quoted for every car. The dit. 
ferential, as between business and 
ordinary pleasure car rate, is in his 
opinion a humbug. He says he does 
not recall ever having a liability or 
property damage claim of any import. 
ance on a car used for so-called bust: 
ness purposes. He thinks that there is 
some merit in the owner-driven dis. 
count, but the number of cars so op 
erated is so small and the possibilities 
of not having the owner-driven § war. 
ranty lived up to, thereby causing a dis. 
satisfied policyholder, is not enough im 
portance to bother with the discount. 

One statement he made follows: “I 
am sure the agent would be glad to 
have a chance to prove to companies 
that the volume of business could be 
increased materially if we could spend 
our time soliciting business instead of 
figuring out amounts and rates, partic 
warly on renewals. I am sure it would 
eliminate about 75% of the ‘non-taken’ 
policies, so far as my office is con- 
cerned.” 





CONFERENCE MEETING 


The annual meeting of the National 
Automobile Underwriters Conference 
was convened the last Wednesday in 
September only as a matter of form 
and to take official adjournment un 
til 2:30 o’clock Friday afternoon, 


October 26. This meeting will be 
held at the Hotel Pennsylvania at 


which time the real business of the an- 
nual meeting of the Conference will be 
transacted. The session last week was 
held to comply with the Constitutional 
provision that the annual meeting be 
held during the month of September. 


Adjournment was taken till the date 
designated that the Jational body 
might clear up any matters’ which 


might be referred to it by the annual 
meetings of the local conferences 
which will be held in the very near 
future. 





“DIANA DOLLAR” SAFE 

The first reports of the fire aboard 
the “Diana Dollar’ were greatly exag- 
gerated. Instead of being abandoned, 
the ship has arrived at one of the ports 
in California at which she is scheduled 
to stop. The fire is under control, the 
Dollar Line reported on Monday and 
while there will be some loss on the 


cargo the total amount will not be 
nearly so great as was_ previously 
feared. 





Cc. F. HOWELL RECUPERATING 

Charles F. Howell, marine editor of 
“The Weekly Underwriter,”. who Tr 
cently had an operation for appendt 
citis, has been recuperating in Atlantic 
City, and expects to return to New 
York soon. 





Frank B. Hall & Co. have been elect 
ed to membership in the Philadelphia 
Fire Underwriting Association. 
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Pacific Coast Brokers 
Want “No-Sum” Cover 


ALSO ASK FOR LOWER RATES 


Think New Policy Should Be a Blanket 
One; Views of R. F. Bennett on 
Auto Business 





With automobile insurance circles ex- 
cited over stories of impending moment- 
ous changes in policy forms and 
clauses and possibly in rates also for 
fire, theft and collision policies, events 
are occurring rapidly in anticipation of 
the annual meeting of the National Au- 
tomobile Underwriters’ Conference to 
be held the last week of this month. 
The Pacific Coast situation is one of 
the problems demanding attention due 


to the inroads there on the stock com- 
panies’ business by reciprocals and 
other cut-rate insurers. 

Yesterday the “Insurance Brokers’ 
Bulletin,” the publication of the Insur- 
ance Brokers Exchange of San Fran- 
cisco, published an article setting forth 
the demands of a large number of 
brokers, with support from several 
company men, for a blanket policy for 
full coverage, for a no-amount policy 
and for rates low enough to meet all 
competition. After a meeting of the 
brokers’ exchange on September 18 the 
following letter was sent to the Pacific 
Coast Automobile Underwriters’ Con- 
ference: 

“In view of the competition with automo 
bile associations and inter-insurers which we 
have been forced to combat for some time and 
due to which we have lost a tremendous amount 
of business in our endeavors to support the 
conference companies, the board of governors 
of this Exchange desire to make the following 
recommendations: 

“1, That a blanket policy for full coverage 
at a flat premium be issued and that rates 
be promulgated therefor. ; 

“2, That certain percentage deductions be 
allowed for the elimination of any par- 
ticular coverage. . 

“3. That instead of a specific amount being 
stated in the policy that a no amount 
policy be issued to cover the automobile 
for the actual cash value at the time of 
of loss, which is the practical result un- 
der the present plan of underwriting. 

“4. That the new rates should be low enough 
to permit the meeting of competition. 

“In making these suggestions, we are influ- 

enced by our experience as producers and as 

representatives of the insuring public. We 
ire convinced that the plan suggested would 
be of material assistance to us in giving the 
insuring public the quality of service to which 
it is justly entitled and will therefore aid in 
our desire to support your conference.” 

Could Recover Lost Volume 

It is the opinion of members of the 
exchange that if the full coverage pol- 
icy is adopted and if rates are revised 
downward scientifically, both brokers 
and agents will not only be able to hold 
the business they have now on their 
books for conference companies but in 
addition recover much of the volume 
that has been lost to reciprocals and 
the like. 

R. F. Bennett, manager of the automo- 
bile department in San Francisco of the 
London & Lancashire, in an interview 
with the “Insurance Broker’s Bulletin,” 
supports the brokers’ contentions and 
in addition speaks favorably of the no- 
amount policy, which several compa- 
nies are now using in the Eastern and 
Middle-Western States, but which to- 
date the National Automobile Under- 
writers’ Conference has steadfastly re- 
fused to recognize as satisfactory for 
its members. 

Following is part of Mr. Bennett’s 
statement on automobile insurance con- 
ditions on the Pacific coast: 

“Answering your request for an ex- 
pression of opinion ‘concerning the pres- 
ent outlook for automobile insurance in 
Cslifornia, will say that inquiry among 
fifteen leading conference companies in- 
dicates that the volume (though a rea- 
sonable increase over 1922) has not 
kept pace with the increase in automo- 
bile registrations but that the indicated 
loss experience reflects a better condi- 
tion than has existed for several years. 

“There has been no change, either in 
rates or method of rating respecting the 
fire and theft coverages as affecting 
the present year, and the Modified Col- 


lision form (published March 15, 1923) 
has not had sufficient time to be re- 
flected in present available figures. 
The present favorable loss experience 
is therefore due (a) to better automo- 
bile manufacturing conditions which 
has resulted in a general price level, 
and (b) a better understanding of au- 
tomobile insurance by agents and 
brokers. 
Miraculous Increase in Premium Income 
“Automobile insurance occupies a 
more important position in the insur- 
ance world today and is being given 
more personal thought and attention 
by company executives than ever be- 
fore. This awakened interest on the 
part of company executives is prompted 
by the miraculous increase in the vol- 
ume of automobile insurance (inelud- 
ing all classes) in the state of Californ- 
ia as compared with the increase in 
volume of fire insurance during the 
past five years as shown by the follow- 
ing figures: 


Increase 
California in 

_ Premiums 1918 1922 Five Yrs. 
Fire Insurance. .$22,500,000 $33,419,000 50% 


Auto Insurance 
(All. Classes)... 4,700,000 20,480,000 500% 
The Problem of the Companies 
“The serious problem confronting the 
companies at the present time is to de- 
vise ways and means whereby the vol- 
ume of automobile insurance written 
by conference companies will keep 
pace with the increase in automobile 
registrations in the State of California. 
Ir is believed that the problem must 
and can be solved through (a) changes 
of rates where justified, (b) modifica- 
tions in policy forms and (c) simplifica- 
tion of the Rate Manual. It is the opin- 
ion of a large majority that modifica- 
tions in forms of coverages to meet the 
rapidly changing conditions, together 
with proper application of rates to such 
forms of coverage, will enable confer- 
ence companies to secure their full 

share of this enormous volume. 

“Two modifications in forms of cover- 
age which are being seriously consid- 
ered are (a) the ‘Cash Value’ policy— 
i. e., a policy which does not state an 
amount in figures but is limited by its 
terms to the cash value of the automo- 
bile at the time of loss; (b) a further 
modification of the so-called ‘modified 
collision’ form so as to remove the cov- 
erage to fenders entirely from the pol- 
icy except in the event of total loss. 
with a corresponding reduction in pre- 
mium. 

Cash Value Policy Actually in Use 

“It requires only a glance at the in- 
surance journals throughout the coun- 
try during the past imonth to convince 
anyone that the ‘Cash Value’ policy 
is not only being demanded but is 
actually being used by some companies. 
It is pointed out that the adoption of 
such a form will avoid the present un- 
necessary competition as to the amount 
of insurance which each company will 
allow on a particular car, will greatly 
lessen correspondence between agents 
and companies and will avoid misunder- 
¢tandings in loss adjustments due to an 
impression on the part of assureds that 
the policy is a promise to pay the full 
amount stated in the event of total 
loss. Collision insurance, as written at 
present, is not limited to the amount 
stated in the policy and there is no 
good reason why fire and theft may not 
be written on the same basis. 

“The adoption of the ‘Cash Value’ 
policy would simplify the Rate Manual 
inasmuch as it would require a flat rate 
as applied to each make, type and year 
model of automobile so that the pre- 
mium, as applied to all coverages, could 
be determined at a glance. 

“This problem cannot be solved by 
company executives alone and it As 
hoped that agents and brokers will vig- 
orously express their opinions on these 
important matters.” 





MiNE FIELD OFF LEROS 
Marine underwriters here are warn- 
ed that a mine field has been laid in 
the waters surrounding the small isl- 
and of Leros in the Eastern Mediter- 
ranean, although the direct route to the 
Black Sea is said to avoid that district. 
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Automobiles, What Constitutes Collision, 
Losses in Transportation, Violations of Law 
by Insured, Settlements with Injured Per- 
sons, Interference with Negotiations and 
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CASUALTY AND SURETY NEWS 








G. L. Radcliffe to Give 
25 University Lectures 


COURSE AT JOHNS HOPKINS 





Scope Divided Into Ten Subjects And 
Includes Possibilities of Future 
Growth 





George L. Radcliffe, vice-president 
of the Fidelity & Deposit, is to give 
twenty-five lectures on the principles of 
suretyship at the Johns Hopkins Uni- 
versity, Baltimore. The course is in- 
tended not only for those who are em- 
ployed by surety companies, but also 
for persons engaged in banking, insur- 
unce or the practice of law, who may 
be interested in acquiring a general 
kuowledge of the subject. Classes are 
held each week on Tuesdays. The fee 
for the course is $20. The scope fol- 
lows: 

1. Early Phases of Suretyship: ref- 
erences in the Bible and in the records 
of Babylonia, Greece, Rome, Teutonic 
races, etc.; personal hostages as con- 
trasted with the modern bail; early 
forms of personal suretyship and statu- 
tery requirements in regard to them; 
the status of personal suretyship in 
the latter part of the nineteenth cen 
tury. 

2. Corporate Suretyship: recent ori- 
gin; rapid extension of the scope and 
volume of the business; influence of 
Raltimore companies upon the growth 
of the business and development of Bal- 
timore; analogies with banking, insur- 
ance and other forms of business. 

8. Organization of Surety Compa- 
nies: activities of home offices, agen- 
cies, branch offices and of brokers. 

4. Statutory Requirements as to cap- 
ital, surplus, reserves, deposits, etc.; 
supervision by governmental authori- 
ties; trends of judicial decisions. 

5. Scope of Surety Bonding in guar- 
anteeing; the settlement of estates in 
court by executors, guardians, etc.; the 
performance of duties by officials, fed- 
eral, state, county, and municipal, and 
of individuals in private employment; 
the safety of deposits in banks and 
trust companies; the performance of all 
forms of contracts. Bonds given in va- 
rious forms of legal proceedings as ap- 
peal, injunction, attachment, etc.; bail 
bonds; bonds given in connection with 
federal customs, internal revenue, and 
in accordance with various state re- 
quirements... 

6. Detailed Study of the 
portant classes of bonds. 

7. Methods of Operation: securing 
applications; examining prospective 
risks; assumption of liability; re-insur- 
ance; following and supervising risks; 


most im- 


terminating liability; adjustment of 
claims; salvage. 
8. Surety Accounting: methods of 


computing reserves, earned premiums, 
losses incurred, etc. . 

9. Social and Economic Advantages 
of Suretyship. 

10. Possibilities of Future 
and Development. 

Special lecturers 


Growth 


will address the 
class from time to time on various 
phases of the subject. Debates by vol- 
unpteer members of the class upon cur- 
rent surety problems will be held. Fre- 
quent conferences and general discus- 
sions will be encouraged. 





HALT TRAFFIC AS MEMORIAL 

At noon on the opening day of the 
Safety Congress downtown traffic on 
Main Street, Buffalo, was halted by the 
traffic officers for the period of one 
minute in honor of those who met their 
death during the last year through pre- 
ventable traffic accidents. Buffalo’s to- 
tal fatalities during the year was more 
than 400. The number last month 
was 35. 


Traveled to Hartford 
At Their Own Expense 


COMPANY’S 10TH ANNIVERSARY 


General Agents of Hartford A. & I. 
Tell This Paper How They 
Were Impressed 








Some of the general agents who at- 
tended the Tenth Anniversary celebra- 
tion of the Hartford Accident & Indem- 
nity in Hartford were asked by The 
Eastern Underwriter to give their im- 
pressions of the meeting and the com- 
pany. 


Howard I. Siegrist, of Bridgeport 
Conn., said: “The meeting seemed to 
interpret the true spirit of insurance 


relations between company and_ pro- 
ducer. It was very impressive to see 
agents who had traveled all the way 
from New Orleans, Denver and Minn- 
eapolis at their own expense and upon 
their own initiative to express to the 
Hartford the feeling of appreciation 
and pleasure that their years of rep- 
resenting the company had _ brought. 
1 think this is the first time that this 
has ever been done. 

“The writer happens to have been 
the first employe who went with the 
Hartford in December, 1913, and I was 
with them five years in the agency 
department and the last five years I 
have been general agent. So I feel 
that I am in a position to state that 
the feeling on the part of the general 
agents was fully justified by the ex- 
ceedingly fine manner in which this 
company has been administered. 

G. Allen Putnam, Manchester, N. H., 
general agent, gave The Eastern Un- 
derwriter this statement: 

“The one thing that impressed me 
most was the friendliness that existed 
between the Home Office officials and 
their agents. Co-operatton has been 
the password of my business connec. 
tions with the Hartford. They recog- 
nize the fact that the agent in the 
field is more familiar with local con- 
ditions than an official sitting at his 
desk in Hartford and invariably they 
have accepted the judgment of their 
representative when there was a con- 
troversy over an underwriting problem 
or the adjustment of a claim. 

“The fact that the Hartford is an 
off shoot of the old Hartford Fire has 
materially stimulated the confidence of 
the insuring public in the Hartford 
Accident & Indemnity and the remark- 
able results which they have achieved 
to my mind have been largely due to 
promises kept and not broken. The 
fact that the general agents saw fit to 
honor the company as they did speaks 
of itself that co-operation and friend- 
liness exist throughout their entire or 
ganization.” 





Richard Horner & Company, Inc., 
has been incorporated to do an insur- 
ance, brokerage and adjustment busi- 
ness in New York City. It has a cap 


ital of $20,000 and the directors are 
Anna Prensky, Richard Horner and 


Valerie H. Wolff, all of New York City. 
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Big Task of Collating statistics will embrace the following: 
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nage total premiums, losses and outstand- 
— Ing losses. 
TO "INISHED I DECEMBER 2. An analysis by policy form (the balance 
BE FINISH N Cc of the data being only on male risks) contain- 
—_—_—_ ing mouths of exposure, premium, total in- 
Work of Bureau of Personal Accident ve ge cn igee gpreni ge —— pay, 
4 ments—each kinc ayment 1 tabulate 
and Health Underwriters of separately. Be ee Le ee 
Importance 3. An analysis by policy form and age in 
the following groups: 
Up to age 20; Age 20 to 24; Age 25 to 2; 
The bureau of Personal Accident & Age 30 to 34, et. sa : ; 
F : at conte i is g i 
Health Underwriters, numbering about pe similar with the group above with the ex 
fifty companies, including casualty a the medical payments will be 
and life, is engaged in a stupendous 4. An analysis of losses by occupation and 
7 by Es policy form, with a grand total for all_ forms 
task of gathering statistics, the class combined, showing total indemnity. partial in- 
comprising occupations alone consist- ye ors and gene. ailect go = 
ae 6 si ia : of exposure and premium will be tz ated by 
ing of 920 classifications, When the occupation and oatiey form, with a pron ‘total 
work is finished it will provide a con- for all forms combined, under the occupations 
crete knowledge of the health insur- where the total experience shows payments, all 
eR G NS: ae : payments combined, of $5,000 or over. 
ance game. The data embraces. policy Note: In all the groups where the indem- 
forms, all ages, all diseases, all sec- nity is shown, it is tabulated both by period 
tions. It will show premiums, losses, 


periods of disability, medical payments. 
The work, begun in mid-summer, will 
be completed at the end of the year. 
The subject was first broached to the 
bureau in December, 1921. Among 
the important points brought out by 
the data will be: 

1. Percentage of sickness among females as 
compared with males. 

Nature of disease most frequent among 
various ages. 

3. Frequency of sickness in different occu- 
pations, 

4. Duration of illnesses. 

5. Proportion and nature of sickness among 
different states. 

The data, after first embracing coun- 
trywide experience, takes each state 
separately, showing the figures of los- 
ses by disease, by ages and length of 
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of disability and payment of loss. 

5. An analysis S policy form, with a grand 
total for all forms combined, and _ state con- 
taining the information in group 2. 

An analysis, each policy form separate, 
of losses by length -of period of total dis- 
ability. 

7. An analysis by policy form and size of 
policy as follows: 


Weekly indemnity: Up to $15.00; $15.00 to 
$24.99 inclusive; $25.00 to $49.99 inclusive; 
$50.00 to $99.99 inclusive; $100.00 and over. 


This information is to be separated into the 
following groups—months of exposure, pre 
mium, total indemnity, partial indemnity and 
medical payments. 

. An analysis of losses by disease and 
state groups showing days of total and partial 
disability. The states are divided into five 
groups. 





VERMONT DEATH BENEFITS 

Death benefit under the Vermont ac: 
cident compensation ‘act remains at 
the $3,000 limit. An effort was made 
at the recent session of the legislature 
to raise the limit to $5,000. This fail 
ing, $3,500 was asked. But the sel 
ate stood pat against any increase at 
all, thereby placing a black mark 
against its own record in a year of 
widespread liberalization of compensa 
tion laws. 





MEEKER’S NEW FIGURES 

Dr. Royal A. Meeker, commissioner 
of labor and industry of Pennsylvania, 
has stated that 20,000 more industrial 
accidents were reported to the Work: 
men’s Compensation Bureau for the 
first four months of 1923 than for the 
corresponding period of 1922. 
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First Unemployment 
Plan in Force Here 


CLOTHING WORKERS CONTRACT 


Employers and Employees Each Con- 
tribute to Central Fund; Board 
to Administer it 





The operation of the unemployment 
fund of the Amalgamated Clothing 
Workers of America, which will become 
effective the first of the year will be 
watched with considerable interest by 
the insurance companies. The fund 
is to be raised by joint contributions 
from members of the unions and the 
employers and the agreement to make 
it effective is believed to be the first 
of the kind in this country. 

Employees pay 144% of their weekly 
wages into the fund and the employers 
pay in an equal amount. The fund is 
to be administered by a _ board of 
trustees headed by Prof. John R. Com- 
mons, of the University of Wisconsin. 
Contributing employes entitled to unemploy- 
ment benefits will receive such benefits at the 
rate of 40 per cent of the average full time 
weekly wage, but in no case in excess of $20 
for each full week of unemployment. 

“In no case shall a con wihanins employe 
of the union receive more than an amount equa 
to five full weekly benefits in a single year,” 
the contract states, adding, “always provided 
nowever, that there shall be no benefit pav 
ment made hereunder unless there are moneys 
in the fund available for the purpose. 

“It is agreed that benefits shall be paid only 
for such involuntary unemployment as results 
from lack of work, and that no benefit shall 
be paid to an employe who voluntarily leaves 
his employment or to an employe who is dis- 
charged for cause or who declines to accept 
suitable employment. 

“It is agreed that no benefits shall be paid 
or distributed for unemployment that directly 
or indirectly results from strikes or stoppages 
or any cessation of work in violation of the 
trade agreement now in force between the 
manufacturer and the union; nor shall any 
benefits at any time be paid or distributed to 
employes who at the time are engaged in 
strikes or stoppages or who have ceased work 
in violation of, said trade agreement. 

“A contributing employe who has voluntar- 
ily interrupted the regularity of the payment 
of his contributions shall not receive benefit 
out of the fund in excess of one full weekly 
benefit for every ten full weekly contributions 
ina single year. 

“In complete unemployment the contributing 
employe shall promptly register with the em- 
ployment exchange, and such employment shall 
be deemed to begin on the date of such regis- 
tration.” 

A committee has been appointed to submit 
recommendations “for rules and_ regulations 
relating to the transfer of contributing em- 
ployes from one manufacturer to another. the 
return to employment of contributing employes 
temporarily withdrawing from industry, the 
proper basis of calculating benefits in the 
case of short time employment, the proper 
reduction of unemployment or short time em- 
ployment. because of overtime employment of 
contributing employes, the proper limitation to 

’e placed upon the amount of weekly benefits 
to he received by any contributing employe 
during any one season of unemployment. a 
proper waiting period between the beginning of 
unemployment in any one season and the ac- 
crued of weekly benefits hereunder, and other 
matters of like character upon which the Board 
of Directors desires recommendations.” 

he agreement is made to terminate on April 


. 1925. unless renewed or extended prior to 
that time, 





EAGLE EXPANDING 
_The Eagle Indemnity announces that 
tt has been authorized to do business 
in Iowa and is expecting to be qualified 
it Ohio within a short time. The com- 
pany also announces several appoint- 
ments. McKay & Kondolf, of Roch- 
ester, N. Y., will handle all the compa- 
ies lines at that point. The Hamilton 
Agency, Inc., of Brooklyn, have been 
appointed borough agents and_ will 
handle all casualty, fidelity and surety 
lines. This agency is an old establish- 
“l fire agency and is headed by 
F J. H. Krache, president; P. S. Alden, 
Vice-president, and Frederick Oppikofer, 
Secretary and treasurer. A. E. White 
ls the manager of the casualty depart- 
ment. The Eagle has also appointed 
& L. Martini & Co., of Omaha, Neb., 
and Ackers, Holt & Goodloe, of Char- 


lotte, N. C., as general agents at those 
Points. 





ATTENDS “LEVIATHAN” DINNER 
E. A. Collins, advertising manager of 
the National Surety, attended the ad- 
Yertising men’s dinner on the “Levia- 


than,” held on Thursday night of last 
Week, 





ATTACKS SOCIALISM 


Albert N. Wold, Assistant Secretary of 
Insurance Federation, Talks To 
Agents in Oklahoma 





An interesting talk on basic social 
and economic conditions was made by 
Albert N. Wold, assistant secretary of 
the Insurance Federation, in a talk be- 
fore insurance agents in Oklahoma th’'s 
week. He said that the nation has 
lost the qualities which characterized 
the pioneers who settled the various 
territories, and that the present day 
generation has experienced none of the 
hardships of the pioneers. Finding life 
a comparatively easy proposition the 
moral fibre has been weakened and so- 
cialism has found a bed to breed in. 
The franchise is in low estate and 
10,000,000 people, more than ten years 
of age. cannot read or write. It is 
up to the others to teach these illiter- 


ates the fallacy of specious doctrines 
one of which is socialism. 

Socialism was not contemplated by 
the founders: of the Government. It 
remained for the present generation 
to take it up. The creators of the 
Insurance Federation sensed this dan- 
ger when it was formed ten years ago. 
It was the first national organization 
of business men to make opposition 
to state industrialism a part of its 
working program. It has fought so- 
cialism as hard as it knows how. It 
is the best bulwark to stem the tide 
of socialism. 





Miss Mary Shapiro’s Brother a Broker 

James Shapiro, of the Hollister Com- 
pany. New York brokers, is a brother 
of Miss Mary Z. Shapiro, one of the 
leading life insurance agents in Amer- 
ica. 


& 


REPUDIATES CONTROL DEAL 





President Hollis of United Life of Con- 
cord Warns Stockholders Against 
Surrendering Stock 





President Allen Hollis of the United 
Life & Accident of Concord, N. H. has 
sent a letter to the stockholders of 
the company in which they are 
strongly advised against surrendering 
their stock in the company for stock 
of the North Atlantic Secwities Corp. 
The offer to stockholders originally 
was made through 8. W. Jameson, 
while he was president and which was 
the direct cause of his being supplant- 
ed by Mr. Hollis. 

The names of other life insurance 
companies were brought into the con- 
troversy by Mr. Jameson and Presi- 
dent Hollis in his letter denies that any 
unfriendliness has been shown the 
United Life by any other companies, 
The North Atlantic Securities Corp. is 
a holding company in which Mr. Jam- 
eson is interested and the proposal 
was to have it take over the stock 
control of the United Life & Accident. 
President Hollis in his letter says: 
“The holding company device has no 
place in the life insurance business.” 





CAN WITHDRAW DEPOSIT 

Commissioner of Insurance W. Stan- 
ley Smith, of Wisconsin, has tentative- 
ly agreed to the withdrawal of a $275,- 
000 deposit of the American Indemnity 
Company, Galveston, Tex., held by the 
State of New York, following a hearing 
held in the office of the commissioner 
at Madison. . 

The company must delete one of the 
clauses of its policy as affecting Wis- 
consin as a condition of the waiver, Mr. 
Smith announced. 





Edmund J. Culleton has become lia: 
bility counterman for Walters, Fuller 
Co. 





Underwriter 


Home Office, 


dential. 








WANTED 


Accident and Health Underwriter. 
One who has had extensive experi- 
ence as underwriter or assistant un- 
derwriter at Home Office. Must be 
capable of taking full charge of 
Accident and Health Department as 
and 
large Casualty Company about to 
begin business. Authorized capital 
$1,000,000 and surplus $1,000,000. 
Detroit, 
Good salary and excellent opportu- 
nity for right man. Give complete 
details as to experience and past 
record. All correspondence confi- 


Central West Casualty Company 
1122 Ford Bldg., Detroit, Michigan 


Manager’ with 


Michigan. 

















Wants Higher Reserves 


For the Reciprocals 
ACTION IN WISCONSIN 





Commissioner’s Order Establishes Same 
Reserve Basis as Was Fixed By 
1917 Legislature 


—_—— 

All inter-insurance organizations who 
desire to enter Wisconsin must carry 
a 50% unearned premium reserve on 
all moneys collected for the contracts 
that are in force and running for one 
year or pro rata for those running 
longer than one year, according to a 
ruling by W. Stanley Smith, insurance 
commissioner. 

The first inter-insurance reserve law 
enacted by the legislature in 1913 pro- 
vided that such exchanges may first de- 
duct that amount of the cost of the 
insurance provided in the subscriber’s 
agreement for expenses and carry an 
unearned premium reserve on the bal- 
ance. 

The legislature of 1917 amended the 
statute and prohibited the deduction of 
any application or membership fee col- 
lected for expense purposes. This 
amendment was found to be too harsh 
for certain exchanges, and the 1919 leg- 
islature further amended the statute by 
authorizing the commissioner of insur- 
ance to fix a reasonable reserve basis 
for organizations collecting expense 
funds separate from other premiums or 
deposits. 

“The experience of cut-rate automo- 
bile stock companies, some mutuals and 
reciprocals, has shown that a 50% un- 
earned premium reserve has been in- 
adequate even before deducting any 
expense margin,” Commissioner Smith 
said. 

The commissioner’s order again es- 
tablishes the same reserve basis as was 
fixed by the legislature in 1917 but is 
subject to the review of the courts. 
The basis establishes higher reserves 
where expense funds are collected sep- 
arately, and makes for safety and uni- 
formity of computation, regardless of 
the plan of operation, stock, mutual or 
reciprocal, 





Cc. W. FRENCH APPOINTED 

The Royal and Eagle Indemnity com- 
panies have appointed C. W. French, 
who is in charge of the surety depart- 
ment for Childs, Young & Wood, gen- 
eral agents of the Independence Indem- 
nity and former general agents of the 
Royal at Chicago, as resident vice- 
president in charge of the administra- 
tive offices in Chicago. He will have 
charge of the casualty and surety de- 
partments. H. L. Olson, a special agent 
in the production department of the 
American Surety in Chicago, will suc- 
ceed Mr. French. 





COOLIDGE ENDORSES CHANGE 

Adequate insurance laws for the Dis- 
trict of Columbia have been given the 
approval of the President, according to 
Superintendent of Insurance Burt Mil- 
ler, who, accompanied by a number of 
insurance experts, last week visited 
the White House to lay before the 
President the need of a change in the 
District code. Mr. Miller explained the 
provisions of a bill which will be in- 
troduced in the new Congress by Sen- 
ator Ball, chairman of the District com- 
mittee, and by Representative Ed- 
monds of Pennsylvania, Congress’ in- 
surance expert. 





JOINS LONDON STAFF 

H. A. Worthington has joined the 
staff of the London Guarantee & Ac- 
cident at the head office. He has been 
associated with many financial affairs 
of large size, two of his last offices 
being chief accountant for the Deering 
family estate and auditor of disburse- 
ments for the Y. M. C. A. in France, 
which fit him for his work as comptrol- 
ler. 
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Comment on Casualty 
Experience Rating 


SOME ARE 


DISSATISFIED 





Say That Plan Makes Holding of: Better 
Risks More Difficult; the 
Situation 





Considerable 
among the 


exists 
writing 
result of 
Experience Rating 
by the 


dissatisfaction 
stock companies 
compensation business as a 
the workings of the 
Plan as formulated 
tion Inspection Rating New 
York State. The mutuals seem satis- 
fied with the present plan in that un- 
der it the premiums on the better risks 
increased and the poor risks, 
experience charges, are 


Compensa- 
Board in 


are on 


bearing de- 
creased, 

Under the old plan larger credits and 
charges resulted while under the new 
plan of rating the credits and charges 
are drawn closer together with the re- 
sult that the good risk is penalized. 

Proponents of the plan claim that it 
is sounder and less likely to allow any 
violent fluctuations from year to year, 
as it cannot cause the unusual but cost- 
ly accident on a small risk to change 
the rate as easily. 

The plan has had the effect of rais- 
ing the large and better risk by about 
9%. It is claimed by the opponents of 
the plan that it is unfair to the assured 
in that it prohibits the allotment of 
credits to which some of the assured 
are entitled, and that in some cases it 
eliminates some risks that were prev- 
jously qualified. 

Prior to June 30, 1920, some 
tions were raised to the old plan and 
various efforts were made to create a 
plan that would meet with the approval 
of both the stock companies and the 
mutuals. The present plan was ap- 
proved last spring by the Compensa- 
tion Inspection Rating Board and at 
that time the stock companies asked 
for its reconsideration. As it required 
a two-thirds vote the mutuals won with 
the result that the present plan was 
adopted. Thereupon protests were 
made to the Insurance Department of 
New York, and, after hearings were 
held, the plan was approved by the In- 
surance Department and became effec- 
tive June 30, 1923: Since that time the 
plan’s application to individual risks 
has become apparent and complaints 
have been made to the Insurance De: 
partment that the plan is not doing 
justice to the good risk which is at the 
present carrying the poor ones. 


objec- 


MYER WITH HOOVER & DIGGS 

Cecil B. Myer, Pittsburgh, has asso- 
ciated himself with Hoover & Diggs 
Co., of that city, as manager of the 
fidelity, surety and burglary insurance 
department. Mr. Myer retires as 
branch office manager of the National 
Surety Co. in Pittsburgh. He has had 
long surety experience. The Hoover & 


“of public 


ASKS NEWSPAPERS TO HELP 





David Van Schaack Says They Should 
Give Adequate Space To 
Safety Suggestions 





David 
before 


Van Schaack, in his address 
the National Safety Council, 
that newspapers can perform a 


service in keeping causes and 


said 
results 
accidents continually before 
the public. This service may well be 
enlarged to include a program of edu- 
cation directed at the great reading 
public to teach the principles of safe 
and safe walking; to explain 
street and public safeguards of mechan- 
ical or regulatory nature and to keep 
the need for more public safety contin- 
ually before us ag a nation. 

More newspaper publicity on auto- 
mobile accidents is greatly needed to 
stem the heedless and reckless conduct 
of ten per cent of our motorists. Some 
newspapers are chronicling the growing 
toll in automobile accidents by the 
“clock method” and by showing the 
daily death record in black face type. 
These ideas are worthy of imitation. 

An automobile accident is not only 
“news”—it is a community calamity of 
the highest importance—another human 
life needlessly wasted. More stringent 
enforcement of laws also lies within 
the realm of the newspaper as watch- 
dogs of the public interests. 


driving 





DR. RISTEEN A SAFETY COUNCIL 
DIRECTOR 

Dr. A. D. Risteen, who has been 
elected one of the directors of the Na- 
tional Safety Council for a three year 
period, is director of technical research 
for the Travelers. He is the author of 
many published papers and books deal- 


ing with technical subjects. In his 
work for the Travelers he devotes par- 
ticular attention to the matter of acci- 


dent prevention and safety, and is the 
editor of the “Travelers Standard,” 
which is published by the company and 


sent to its policyholders and which 
deals with accident prevention. He is 


a member of numerous scientific so- 


cieties. 





ENLARGES QUARTERS 
The Insurance Federation of Penn- 
sylvania has enlarged its headquarters 


in Philadelphia in the Forrest Build- 
ing by the addition of two spacious 
rooms. One of these has been fitted up 


for the use of the Fire Advisory Board 
and the other for the use of the Cas- 
ualty Advisory Board, where meetings 
to conduct examinations of applicants 
for license are held every Monday and 
Thursday afternoon. 


Secretary-Manager Gustav R. Dette, 
incidental to making a tour of the 


western part of the state, attended the 
conference of Insurance Advisory Board 
officials held at Pittsburgh and partici- 
pated in the annual rally of the Fay- 
ette County Branch. Upward of fifty 
agents attended and were addressed by 
Wallace M. Reid and James C. Murray, 
of Pittsburgh, and J. Donald Porter, of 
Connellsville. The rally and banquet 
took place at the Pleasant Valley Coun- 


REPORT ON 20TH CENTURY CO. 





Assets Total $175,096 With Surplus of 
$37,938; Some Expense Items 
Criticised 





The New York 
mert has completed a 
examination of the 20th Century Mu- 
tual Casualty Insurance Co. of New 
York, which shows that as of March 
31, the company had assets of $175,096 
and surplus of $37,938. Net premium 
income from July 1, 1922 to March 31, 
1923 was $416,263. The company’s 
favorable experience so far is attrib- 
tio and the fact that premiums have 
uted to low commissions, Iow loss ra- 
been collected before coverage was 
granted. The expense ratio in taxicab 
insurance has been between 14% and 
15%. Certain expense items are criti- 
cised, among them salaries to officers. 


Insurance Depart- 


report on its 


The practice of granting reduced pre 
mium on taxicab business before the 
experience is known is called inad- 


visable. 





ALCOHOLIC BLUE BOOK 

Dr. Harry S. Campbell, chief resident 
surgeon of the Howard Hospital in 
Philadelphia, has devised and_ intro- 
duced the “Alcoholic Blue’ Book,” a 
record of all accident cases due to al- 
coholism. At the next National Med- 
ical Convention an effort will be made 
to have a similar record kept by all hos- 
pitals throughout the country. Besides 
its statistical value the blue book will 
be of service to insurance interests and 
police authorities. 

Dr. Campbell asserts that eighty per 
cent of accident and casual cases taken 
to hospitals are due directly or indi- 
rectly to alcoholism. A complete diag- 
nosis of all cases which result in acci- 
dents will be recorded in the blue book. 
If an automobilist injures or kills some 
ene while under the influence of liquor 
it will be recorded in the blue book as 
the primary cause of the accident and 
the person injured or killed will be 
listed as the secondary cause. 





AETNA OUTING A SUCCESS 

The annual outing of the employes of 
the Aetna Life and Affiliated Compa- 
nies was held on Saturday, September 
29 at Bear Mountain. The crowd, 
numbering about six hundred, made 
the journey on the Hudson River Day 
Line. 

Dinner was served soon after the ar- 
rival of the Aetna crowd and one fea- 
ture of this was that the different de- 
partments had their meals by groups. 


The ball game was between the mar- 
ried men and those less’ fortunate, 
though the former had their conceit 
thrashed out of them to the tune of 
five to three. 

Besides baseball, which was under 
the supervision of A. C. Shephard, 
there were tennis matches under the 
direction of H. A. Usher, and track 
events, which L. A. Spackman looked 


after. Some of the winners of the va- 
rious contests were Chester A. Bogart, 
Forty-second street branch; J. Hedge- 
cock, of the bond department, and 


—, | 


AETNA’S BOND AND CASUALTY 


CLASS 


The bond and casualty classes ot 


the school conducted by the ANtng 


Affiliated Companies were given a dip. 


ner by the company at the Hartforq 
Club last week with over sixty guagts 
present, 
civs. 


Morcom, 
Hallowell, 
Agent at 


Assistant Secretary C. ¢ 


Boston. A. R. Robertson, 
Supervisor of the School, presided. 


Daily classes have been held Since 
July 9, at the rooms of the Insurance 
Institute, 60 Prospect Street. Thirty. 
seven men have completed this year’s” 
course and, on October 1 will be as. 
signed to Aetna offices in various Parts | 
of the country. 


Lemuel B. Fowler, who conducted | 
the bond classes of 1921 and 1922, was 
again instructor in the bond course 
this year and Perry I. Allen of Little 
Rock, Arkansas, was instructor in the 
cusualty course. 





TAKING BOSTON POSITION 

On October 15, Edmund S. Cogswell 
will become connected with the Massa 
chusetts Special Commission on Old 
Age Pensions and act as executive gec 
retary of that body. Mr. Cogswell is 
secretary of the National Association 
of Mutual Casualty Companies and was 
for some time connected with the actu: 
arial department of the New England 
Mutual Life. He also served the Con- 
monwealth some years ago ag Third 
Deputy Insurance Commissioner. 





GLOBE APPOINTMENT 


The Globe Indemnity has placed Fred- 
erick W. Bender of the automobile de- 
Newark as | 
superintendent of the casualty depart: 


partment of the Globe in 


including many company offi | 
Talks were given by the Vice 
Presidents Daniel N. Gage and ©, BR) 


and A. W. Burke, General | 











ment at the New York office. Mr. 
Bender has been identified with the 
Globe for many years. 
Zecrmity o 
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FIDELITY and SURETY 
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Accident, Health, Burglary, Automobile, 
Liability, Plate Glass and 
Workmen’s Compensation Insurance 
Great Eastern Dept. 
100 Maiden Lane 


Executive Offices 
830-836 Union St., 




















: ; Douglas Levine, payroll audit depart- 
Diggs Co. represents the Royal Indem- try Club at Connellsville, at which a we "he i gt wan Dios New Orleans New York 
nity Company in the Pittsburgh terri- special membership drive was inaugu- by George Trundle and J. R. Egerton. 
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yS Fidelity and Surety Bonds, Liability Workmen’s 
9 Compensation, Automobile, Accident, Health, 
’ Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Serial Bonding and Insurance Company 


Paid-In Capital $1,500,000 








T. J. FALVEY, President 
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fF. & C. “In Right” Again With Mayor 
Of Philadelphia 


The mayor of Philadelphia has bur 


j ied the hatchet so far as the Fidel- 


lity & Casualty ig concerned. There 
had been a controversy growing out of 
the bonds: covering the erection of the 
Southwest Sewerage Disposal Plant, of 
that city. For a time the Fidelity & 
(asualty was on the mayor's “black- 
list.” 
Now tis ban has been lifted. 
* a” * 


Good Insurance Stories in “Times” 


The New York “Times” on Sunday 
printed a column story from the Na- 
tional Surety Company on forgery in- 
surance and also a long story on rain 
insurance based on the Home’s $10,000 
Mexican sun eclipse policy which ran 
for less’ than three minutes. 

& a * 


Congratulations For Schram 
Walter E. Schram, of “The Weekly 
Underwriter.” is receiving many con- 
gratulations for his little selling com- 
edy which was acted at the recent con- 
vention of the New Jersey agents. 
Waiter showed that as a dialogue writ- 
jer he is the equal of the men writing 
iskits for the vaudeville houses of up- 

per Broadway and Seventh Avenue. 








CONSOLIDATE CLAIM END 


P. J. O'Connor Made Head of New 
Division of Missouri State Life 
Insurance Co. 


P. J. O’Connor, who has been manager 
of the conservation division of the Mis- 
souri State Life, has been appointed 
Manager of the new consolidated claim 
department. The department will take 
over the claim work of the life, acci- 
dent and group departments and will 
treatly facilitate the handling of all 
tlams and give each of the three de- 
partments of the company the services 
ofa large and highly organized force. 
The claim departments of the life, ac- 
tident and group departments will 
form the nucleus of the staff and it 
Is probable that additions will soon be 
Niade, 

Mr. O’Connor went to the Missouri 
Blate Life from the Hartford Life at 
the time of their consolidation in 1912. 
He had been with the Hartford Life 
in Hartford since leaving high school. 
He began as a mail clerk and worked 
in practically every department of the 
business, When he went with the 
Missouri State Life he continued his 
Work as head of the renewal division 
Which he had held with the former 
fompany. He later became identified 
With the collection, claim and conserva- 
tion divisions and has been in charge 





a 


— 





o <c. 


of the latter division for some time. 





EXTENDING FACILITIES 

The United States Casualty has ap- 
olnted Richard A. Hoen as claim aud- 
‘or at its newly created branch office 
{Niagara Falls. The, company is con- 
‘mplating the establishment of branch 
‘lm departments at Cleveland, Ohio, 
td at Milwaukee, Wis. 





ROYAL APPOINTMENTS 
The Royal Indemnity has appointed 
F. Gill as general agent at Nashville, 
fenn., for all its casualty lines. 





Qe American Surety has removed 
’ branch in Dallas to a new location, 


her has made EB. R. Gregory manager 
e, 
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No Decision on Liability Bonds 

The New York attorney general's of- 
fice has not yet given its opinion on 
the legality of the bonds issued by the 
surety companies’ pool to taxi drivers 
in this city. It will be recalled that 
the bonds give protection to the taxi 
drivers but do not demand that the lat- 
ter indemnify the surety companies in 
case payments are made under the 
bonds. The New York State Insurance 
Department has asked the attorney 
general to rule whether or not the sur- 
ety companies are exceeding their pow- 
ers in granting such bonds and wheth- 
er in reality these bonds are not auto- 
mobile liability policies comparable to 
those issued by the mutual companies. 


MORAY A VISITOR 
Norman R. Moray, vice-president and 
general manager of the Hartford Acci- 
dent & Indemnity, one of the best un- 
derwriters in this or any other country, 
was a visitor to New York City this 
week. 





Charles Haugh, Jr., actuary for the 
North Dakota state Workmens’ Com- 
pensation Bureau, has been made sec- 
retary of the Bureau, combining this 
office with that of actuary. 





Your greatest glory is not in never 
falling, but in rising every time you 
fall.—Confucius. 


Stoddard Talks With 
Casualty Executives 


HIS OFFICIAL 


STATEMENT 





Plan to Stop Acquisition Cost Discrimi- 
nations By Locality; to Act on 
Unauthorized Insurance 


The official announcement of the In- 
surance Department relative to what 
happened at the big conference of the 
Department with casualty executives on 
Monday in New York follows: 

At the conference held Monday by 
Superintendent Stoddard four principal 
questions were discussed, namely: (1) 
Acquisition cost. (2) Rate discrimina- 


ASSOCIATED COMPANIES MEET 


Two Resignations Withdrawn And One 
Accepted; Some Coal Mine Risks 
Proved Unprofitable 





At a meeting last week of the Asso- 
ciated Companies, an organization of 
seven strong stock casualty companies 
writing coal mine and other classes of 


hazardous compensation and _ liability 
risks, it was decided to continue in 


operation after a discussion of the resig- 
nation of one member and the tentative 
resignation of two others. The resig- 
nation of the Ocean Accident & Guaran- 
tee Corp. was accepted but the tentative 
resignations of the London Guarantee & 
Accident and the Globe Indemnity were 
withdrawn. 

During the last two years the coal 
mine experience has proved unsatisfac- 
tory in some states and at the meeting 
it was decided to take some drastic 
steps as regards these risks in the most 
unprofitable states. It was also agreed 
to reach a better understanding among 
the members as to their participation 
through the Associated Companies! on 
large high-hazard risks which were on 
their prohibited lists. 
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tions. (3) Payroll auditing as applied 
to compensation insurance. (4) Unau- 
thorized insurance. 

With regard to acquisition cost a plan 
was worked out under which it is be- 
lieved that the companies may be align- 
ed in localities where there are discrim- 
inations at the present time. The over- 
whelming sentiment of the gathering 
was that the acquisition cost rules are 
for the benefit of the business and the 
insuring public and that the companies 
and the superintendent of insurance 
should combine to maintain them in full 
force and effect. 

Concerning rate discriminations and 
payroll audits, the superintendent stat- 
ed that it had been brought to his atten- 
tion that the law had been violated, 
and he stated in strong terms that it 
was his intention to bring about the 
prosecution of any company officer, em- 
ploye or corporation guilty of violating 
the law. 

The superintendent also took up the 
matter of unauthorized insurance and 
stated that the department is ready to 
bring about the prosecution of any 
broker or agent illegally placing busi- 
ness with such unauthorized insurers, 
and he asked the company executives 
present to co-operate with him in ob- 
taining the evidence to bring about 
such convictions. 





Arthur P. Naul, formerly a marine in- 
surance broker in New York, is now 
running a sheep ranch of 400 acres at 
Barber, Va. 





Statement of the Ownership, Management, 
Circulation, Etc., Required by the Act ef 
Congress of August 2, 1912, 

Of THE EASTERN UNDERWRITER, pub- 
lished weekly at New York, N. Y., for Octo- 

ber 1, 1923. 
State of New York, . 
County of New York, ss. 


Before me, a Notary Public in and for the 
State ard county aforesaid. personally appeared 
W. L. Hadley, who, having been duly sworn 
according to few. deposee and says that he is 
Business Manager of THE EASTERN UNDER- 
WRITER and that the following is. to the 
best of his knowledge and belief, a true state- 
ment of the ownership, management, (and if 
a daily paper, the circulation), ete., of the 
aforesaid publication for the date shown in the 
above caption, required by the Act of August 
24, 1912, embodied in section 443, Postal Laws 
and Regulations, printed on the reverse of 
this form, to wit: 

1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business 
managers are: 

Name of publisher, The Eastern Underwriter 
Company; post office address, 86 Fulton St., 
New York City. Editor, Clarence Axman, 265 
Central Park West, New York City. Managing 
Fditor, Clarence Axman, 265 Central Park 
West, New York City. Business Manager, W. 
L. Hadley, 1111 Putnam Ave.. Plainfield, N. J. 

2. That the owners are: (Give names and 
addresses of individual owners, or, if a cor- 
poration, give its name and the names and 
addresses of stockholders owning or holding 1 
per cent or more of the total amount of stock.) 
The Eastern Underwriter Company, 8 Ful- 
ton St., New York City; Clarence Axman, 265 
Central Park West, New York City; B. F. 
Hadley, 625 42nd St., Des Moines, Ia.: W. L. 
Hadley, 1111 Putnam Ave., Plainfield, N. J. 

3. That the known bondholders, mortgages, 
and other security holders owning or holding 
1 per cent or more of total amount of bonds, 
mortgages, or other securities are: (If there are 
none, 80 state.) None. 

4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and se- 
curity holders, if any, contain not only the list 
of stockholders and security holders as they 
appear upon the bonks of the company but also, 
in cases where the stockholder or secufity 
holder appears upon the books of the company 
as trustee or in any other fiduciary relation, 
the name of the person or corporation for 
whom such trustee is acting, is given; also 
that the said two paragraphs contain state- 
ments embracing affiant’s full knowledge and 
belief as to the circumstances and conditions 
under which stockholders and security holders 
who do not appear upon the books of the com- 
pany as trustees, hold stock and securities in 
a capacity other than that of a bona fide owner; 
and this affiant has no reason to believe that 
any other person. association, or corporation 
has any interest direct or indirect in the said 
stock. bonds, or other securities than as so 
stated by him. 

5. That the average number of copies of each 
issue of this publicatiun sold or distributed, 
through the mails or otherwise, to paid sub- 
scribers during the six months preceding the 
date shown above is...... (This information 
ie required from daily publications only.) 
THE EASTERN UNDERWRITER COMPANY, 

W. L. HADLEY, Business Manager. 


Sworn to and subscribed before me this Ist 
day of October, 1923. 
Oo. B. LEWIS, 

Notary Pwhlic Kings Co. Clerk No. @ 
Certificate filed Kings Co. Register No. 4025 
New York County Clerk No. 40, Register 
No. 4082. 

(My commission expires March 30, 1924.) 





THE EASTERN UNDERWRITER 


October 12, 1993 




















Cities That Have 
Entirely Prohibited 
the Use of 
Wooden Shingles 


Alabama 
Florence, Huntsville, 
Montgomery, Sheffield 


Connecticut 
Torrington 


Florida 
Bradentown, Daytona, 
Fernandina, Jackson- 
ville, Key West, Lake- 
land, Ocala, Orlando, 
Sanford, South Jackson- 
ville, St. Augustine, St. 
Petersburg, Tallahassee, 
Tampa, West Tampa 

Georgia 
Atlanta, Augusta, Bruns- 
wick, Columbus, Decatur, 
Dublin, Hawkinsville, 
Kirkwood, Macon, Man 
chester, Savannah, Tif 
ton, Valdosta, West Point 

Illinois 
Bloomington, Springfield 

Indiana 
Goghen, . Indianapolis 
Marion, South -nd 

Iowa 
Davenport, Ma@ sn City 

Louisiana 
Baton Rouge, Donalds- 
ville, Napoleonville, New 
Orleans 

Massachusetts 
Boston, Brookline, Cam- 
bridge, Chelsea, Law- 
rence, Lexington, Lowell, 
Medford, New Bedford, 
Newton, Salem, Somer- 
ville 

Michigan 
Bay City, Battle Creek 

Mississippi 
Jackson, Meridian, Vicks- 
urg 








E. W. WEST, President 





H. N. DICKINSON, Vice-President 








Two views of typical shingle roof conflagrations 


erkeley 


OW does a simple fire grow into 

a devouring conflagration? Al- 
most invariably, the process is as 
follows: 

A fire breaks out at some one point. 
Sparks and burning brands are car- 
ried down the wind to other buildings. 
They fall upon dry shingle roofs. 


These ignite and produce more sparks. 


and burning brands which travel for- 
ward to still other shingle roofs. Each 
blaze burns inward as well as out- 
ward. Fanned by a strong wind, 
there soon is a terrifying mass of 
flame surrounded by rolling clouds 
of smoke and rushing forward over 
its chosen highway—shingle roofs. 
Before it burns itself out, many 


and the 


blocks of buildings may lie in waste. 
Over and over again this has oc- 
curred in the past. Over and over 
again it will occur in the future so 
long as people imagine that cheap 
construction is economical. We have 
just witnessed another of these great 
and costly object lessons, this time in 
Berkeley, California. 

All insurance men, credit men and 
business men in general must labor 
unceasingly for the abolition of the 
deadly shingle roof from city areas. 
One hundred and twelve cities have 
done so already. How about your 
own town? 

Let’s make Fire Prevention mean 
something. 





INSURANCE” COMPANY 
GLENS FALLS, N. Y. 


F. M. SMALLEY, Secretary R.C. CARTER, Treasurer 





eadly Wooden Shingle 











New Jersey 
Atlantic City, Haw- 
thorne, Hoboken, New- 
ark, Paterson, Perth 
Amboy, Trenton 

New York 
Albany, Sea Cliff, L. I., 
Solvay, East Syracuse, 
Webster 

North Carolina 
Asheville, Durham, Ral- 
eigh, Winston-Salem 

Pennsylvania 
Allentown, Coatesville, 
Easton, Hanover, Potts- 
ville, Reading 

Rhode Island 
Newport, Providence 

South Carolina 
Charleston, Columbia, 
Darlington 

Tennessee 
Chattanooga, Harriman, 
Nashville 

Texas 
Dallas, El Paso, Galves- 
ton, Paris, New Braunfels 
Virginia 

Buena Vista, Martins- 
ville, Norfolk, Richmond, 
Suffolk, Warrenton, New- 
port News 

Wisconsin 
La Crosse 


Cities That Have 
Partially Prohibited 
the Use of 


Wooden Shingles 


Louisiana 

Shreveport 
Massachusetts 
Fall River 
io 

Sandusky 

Tennessee 
Jackson, Knoxville, Mem- 
phis 

Texas 

San Antonio 








J. A. MAVON, F. L. COWLES, H. W KNIGHT, Assistant Secretaries 
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